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are Unconditionally Guaranteed 





and here’s what mak 


the interlocking, 


es that guarantee good 


ventilated all wood core that provides 
unduplicated strength and stability 


On the surface, flush hollow core doors may look much 
alike, but it’s what's beneath the face that determines the 
service and satisfaction that you can expect. Here’s where 
the superiority of Paine Rezo doors is most pronounced; 
for nowhere else will you find equal dimensional stability, 
nor such lightness in weight combined with great struc- 
tural strength. 

For these reasons architects and contractors everywhere 
have installed more than four million Paine Rezo doors in 


buildings of every type. No other hollow core door has 
been so widely endorsed, so thoroughly time-proved. Re- 
member, when you specify Paine Rezo doors your satisfac- 
tion, now and in the future, is unconditionally guaranteed. 

See SWEET’S catalog — or write for an_ illustrated 
data bulletin. 
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BRIGGS 


BEAUTYWARE * Ootr 


4% Litt Additional Gat-/ 


Here’s a basic new-home asset everyone values far 
beyond its modest additional cost—a second bathroom 
of Briggs Beautyware in color! It's seen daily, used 
daily, appreciated daily. That's why it Aeeps the owner 
sold. And a home owner who's sold on his house is 
sold on his builder, too. 


Many an otherwise average dwelling is upgraded to 
a class by itself by the unique convenience and luxury 
of two bathrooms of Briggs Beautyware in color. 
You're familiar, of course, with the important 


economies offered by “back-to-back” bathroom 
installations. Best of all, modern production tech- 
niques—developed by Briggs and perfected during 
years of outstanding experience—make these top- 
quality fixtures available in Ivory, Sandstone, Sky 
Blue and Sea Green at just 10% more than plain 
white, when purchased in complete sets. 

Give your new homes—particularly in the economy 
class—this profitable deluxe treatment. Give them 
two bathrooms of Briggs Beautyware in color! vss: 


BRIGGS MANUFACTURING COMPANY + 3001 Miller Ave. + Detroit 11, Michigan 
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TWO BEAUTIFUL BATHROOMS 


No other feature gives new homes so great a boost in value 





Che Crestwood 
Three bedroom home for more and bet- 
MOST PRO FITABLE ter living designed by Schwarz and West 
—ALLA. 








L760 

fastwood 

Two bedroom home. Modern as this 
moment. Designed by Robison Heap 
noted contemporary architect. 
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Four bedroom home. Another first in bet- 


~ 
, Th) ter housing by nationally known contem- 
Che Archwood porary architect Oskar Stonorov—A.LA. 
—AALP. 


These Peaseway “New-Design” homes are big 5. Offer homes designed for your pros- 
news in the home-building market, because they pect’s needs 

are the FIRST prefabricated CONTEMPORARY é. 
design homes in America. But big as this news : ‘ , 
is, the Peaseway Archwood, Eastwood and 7. Obtain financing easily 
Crestwood are only three of the many excellent 


Sell homes in any market 


Our greatly expanded manufacturing program 
and added territory make room for the ap- 
pointment of a limited number of new Peaseway 
franchise builder-erectors. This is your oppor- 
tunity to secure one of these valuable franchises 
which enable you to offer the complete line of 
Peaseway Homes ranging from a 2-bedroom 
home of 691 square feet to a spanking new 
contemporary design containing 4 bedrooms 
Turn over your capital more often with 1410 square feet of floor space. Prices 
range from $7,000 up. 

Past experience indicates that these valuable 
Sell more rapidly—keep your capital franchises are in demand. So don't delay! Get 
fluid the complete story. Write today! 


“reasons why” you as a builder should investi- 
gate the fine profit possibilities in the complete 
line of Peaseway prefabricated homes. 


——} Write for the Peaseway plan. 
It enables you to: 


Build more homes faster 


Reduce costs 


Write for the Peaseway Plan Room 805 


PeaSeway PEASE WOODWORK COMPANY, INC. 


spn pe Per, CINCINNATI 23, OHIO 
+ + « first in better living. “In busi in Cinci ti since 1893"’ 
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MAHOGA® wv 
Flush DOORS 








“Believe it or not’’!—Mengel Flush Doors 
with faces of genuine African Mahogany can 
now be bought for less than comparable doors 


built with many conventional domestic woods! 


Why? Because Mengel, drawing from its own 
vast logging concessions in the heart of Africa's 
Gold Coast, brings its fine Mahogany veneers to 
America in tremendous volume. Second, Mengel 
has the wood-working equipment and know-how 
to manufacture its top-quality doors with mass 


production economy and efficiency! 





Use the coupon to get full details about Mengel 
Mahogany Doors. Until you know the facts, you'll 
never appreciate the extra luxury, the extra valwes 


now immediately available for any kind of job 


i THE MENGEL COMPANY 
Plywood Division, Louisville 1, Ky 


4 Gentlemen: Please send me full information on Menge! Mahog 
any Flush Doors—Hollow Core and Stabilized Solid Core 


Name 


j Firm 


Street 
The Mengel Company . America’s largest manufacturers of hardwood products 


@ growers and processors of timber @ manufacturers of fine furniture @ veneers @ 


plywood e flush doors @ corrugated containers @ kitchen cabinets and wall closets Cut 
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SWITCH TO PREFABRICATION NOW! BUILD THE BETTER GESs) WAY! 


NJOY smooth sailing in today’s declining home market. Switch to prefabrication now, and 
build the better P & H way. End worries over government loan curbs, high costs, material 
shortages. Build immediately, profitably with the new 1951 factory-engineered homes. 


Build Profitably—Whether you build 5 homes or 500, you can enjoy volume sales, project 
savings, minimum risk, prompt delivery, financing by taking advantage of the P & H Builder 
Profit Plan. You can sell quality homes priced for every volume market—floor areas from 672 


to 960 square feet ... two bedrooms or three, left hand plans or right, end placement plans for 
narrow lots. 


Easy Approval—Government and financial agencies, local building authorities and city councils 
recognize the enduring quality and lasting value of P & H construction, engineered by 
Harnischfeger Corporation. 


Financing Available—When local resources are limited, you can get construction loans or term 


mortgages through Harnischfeger Corporation's service subsidiary, Builder's Acceptance Com- 
pany. Write for booklet, “P & H Builder Profit Plan.” 


GD tarnischtenor, Corporation, oor oro 


88 Spring Street © Port Washington, Wisconsin 
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as fundamental as built-in 


storage space... 





Eleanor Raymond, Architect 


Every house you build makes some provision for storage, 

much of it concealed. But unless provision is made for telephones, 
the wires may have to be exposed. Raceways built into the 

walls during construction keep wires out of sight, 

help protect the appearance of carefully finished interiors. 


{ good house is . 
! ; ae Prospective buyers are impressed with the added convenience 
always better when u ; 
fink ancl iriaieas and value of telephone planned homes. Your Bell Telephone Company 
kee wancontell will be glad to help you lay out economical raceway 


telephone wiring. installations. Just call your nearest Business Office. 


BELL TELEPHONE SYSTEM 





HOW MANY 


this can YOU sell? 


homes like 


MR. REALTOR! Here’s your BEST sales opportunity... 


If you have more buyers than homes . . . if you 


know you can sell low-priced homes that are 
ready for occupancy — then here’s a real oppor- 
tunity! BEST homes are now being delivered 
within a 500-mile radius of Peoria, Illinois. ‘Two- 
bedroom and three-bedroom sizes are available 
— with a choice of elevations. They’re priced 
from about $7,000 A.F. of L. built 


Powerful newspaper advertisements, radio 
copy and beautiful hand-out literature 
help you sell more BEST homes 


Thousands of BEST homes have proven 
themselves already — BEST dealers have 
tripled in the past 2 years. There’s sales 
magic in the name “BEST”! 


accepted for FHA and GI financing. 

You and your builder can team up for profitable 
building and selling of BEST homes. Dozens of 
securing BEST 
homes on an exclusive franchise. It’s a sure way 


realtors are doing this now - 
to make volume sales while avoiding building 


and financing headaches. Write, wire or phone 
for full details now! 


BEST homes’ low down-payments and 
low monthly cost gives you the sure-fire 
sales argument of payments less than rent! 


BEST homes have automatic oil furnace, 
nationally-known sink and kitchen cabi- 
nets, “Kentile” floors . can be built 
with or without basement. 


Member Prefabricated Home Manufacturing Institute 
and National Association of Home Builders 








HOMES, INC. © 628 W. LAKE STREET © PEORIA, ILLINOIS 
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‘GUNNISONSHOMES 


Builder of HomessfominemNationsGhnooses 
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Why this famous 
manufacturer of 
high quality homes 
uses American 
Kitchens exclusively! 


General John J. O’Brien, President of the 
Gunnison Company wrote us: ““We have a 
reputation of which we are proud—that 
Gunnison Homes incorporate only the finest 
materials and appliances. That is the rea- 
son, of course, that all Gunnison Homes have 
American Kitchens. The kitchen is almost 
the first thing a woman wants to see about 
a house—and we’ve found again and again 
that American Kitchens sell our houses 
faster.” 

Builders everywhere have discovered the 
popularity of American Kitchens—the pave My 
beautifully designed kitchen that most prem _oa BO 
women want. And they’ve discovered, too, your 
that American Kitchens increase the value Name 
of their homes—without increasing the cost. ; ee gt unt? 
American Kitchens in the homes you build Adare co 
become a visual sign of quality to give your 
clients confidence that the hidden materials 
are top quality too! 
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ONE OF TODAY'S 
Biggest Business Opportunities 
. . » PRE-FAB HOMES 


= 
= 
TID 


WI) 


FAMOUS 


FORD 


FACTORY BUILT 


wihaincialhs We Now Offer an 





Exclusive Dealer Franchise 


Still Available in Many Northeastern Cities 


If you are an experienced builder, capable of handling all 
field work in connection with the sale, erection and financing 
of small and medium-sized homes, this is your opportunity 
to get in on the ground floor of the fastest growing branch 
of the building industry. 


Ford Homes are not just “another prefab shell.” They come 
to you in large panels with doors and windows hung and 
trimmed — insulation and interior wallboard applied 
electric outlets installed — hardware applied — even the 
hardwood flooring is laid, sanded and finished. 


CONSIDER THESE ADVANTAGES... . 


. Truck delivery direct to site. 
. Erected in one day. 
FHA approved construction. 
. Variety of design. 
. Ideal for development projects. 


. Accepted by leading code authorities. 
AND BEST OF ALL — They are available now! 


Write us today for plans, specifications and further details 
of our dealer proposition. 











IVON R. FORD, INC. 


McDonough, N. Y. 








Appraising in Today’s Market 


| sq ginal economy and an ever-growing 
[\ list of governmental restrictions and regulations 
are only two of the many problems making the role 
of the real estate appraiser a difficult one at best. Be- 
set from all sides with variables and “relative” meas- 
ures, an appraiser must use sound judgement and 
have a thorough knowledge of current market trends 
to meet the exacting demands of appraising today. 

To get a picture of the market trends in various 
states, Journal editors asked several realtors to tell 
about conditions in their areas and to give an opin- 
ion as to what is in store for the rest of the year. 

In Portland, Oregon, E. W. Ek says that no great 
change in market conditions is taking place there and 
that demand continues good. As for the balance of 
the year, demand for homes should continue strong 
partly due to less property being offered at a fair 
sales price. 

Roscoe H. Sears, Oklahoma City, says that there is 
no particular indication that real estate prices will de- 
cline this year, nor is there any significant evidence 
that there will be a substantial increase in values. 
Since October 1950, to the present time, real estate 
values have tended to be stable in this area. 

Brokers are seeing a slower market in sales, espe- 
cially to veterans, Sears says, because of increased 
and substantial downpayments and increased num- 
ber of desirable multiple rental units. 

In St. Paul, Minnesota, Ray W. Faricy says that 
there is definitely a sellers’ market but owners have 
found it necessary to carry contracts for deeds or 
other secondary financing due to the tightening of 
financing by the usual lending agencies. 

In San Antonio, Texas, Kenneth L. Browne says 
that market conditions there seem to be improving 
with prices trending higher and that there is some 
increase in turnover rate. 

Stimulated by defense activities, Browne believes 
the San Antonio area will see a continued growth 
and an increase in market conditions during coming 
months. 

Robert H. Armstrong of New York, says that there 
is no doubt that the impact of a military economy, 
with restrictions and regulations of a multitudinous 
number are making the valuation of property more 
difficult. The American economy, he says, is unques 
tionably in a more topsy-turvy state than it has tom 
in for many years. 

“Just when many had begun to think that auto 
mobiles and housing, the bellwethers of economic 
health, had passed their peak of production and that 
prices would then tend to recede, the threat of all-out 
war has made all preconceived calculations go awry. 

“The question of credit and price controls is of 
greater importance than the average person realizes. 
Taxes today consume a higher proportion of national 
income than ever before . . . another war could place 
us in the same vise in which Britain found herself by 
the end of 1945. 

“In an over-all way, real estate prices will prob- 
ably rise, but it is questionable if they will rise as 
fast as the value of the dollar recedes. Therefore it 
may well be that, relatively speaking, real estate 
values will fall. And the measuring of relative 
values in a world of printing press money will bring 
more difficult problems to the appraiser than he has 
encountered in many a long year.” 
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“A PLUS FEATURE PEOPLE TALK ABOUT” 


says Maurice J. Fishman, President of Precision Housing Corporation of Cleveland, Ohio 


Large living room windows of Thermopane* insulating glass 
are an A-]1 selling feature in the 800-house Ridgewood 
Park Subdivision. Big Thermopane windows . . . radiant 
heating ... three bedrooms. . . disappearing stairway . . . 
heated, attached garage. And these homes are in the $15, 
000 to $16,000 class. No wonder they're being talked about! 

**Windows are one of the most important items in a 
house,” says Mr. Fishman. “Done right, they give a 
customer a lot of enjoyment and comfort. Done wrong, 
they can be a headache—heat loss, discomfort, condensa- 
tion. Either way, owners will tell friends about their 
windows. We've found by experience that we’re right 
in using 7hermopane.” 


LOOK FOR THE MAME ON THE SEAL BETWEEN THE PANES 


Nationa Rear Estate anp Burtpinc JourRNAL — 


Precision Housing uses a simple “grid” frame with 
9, 12 or 16 openings for insertion of fixed glass or vented 
lights—both taking standard-size 7 hermopane units. Vice- 
President Fred H. Kromer reports installation is easy and 
inexpensive. Frames of jointed 2 x 6’s are delivered to 
the site assembled, already rabbeted for insertion of the 
Thermopane. Glazing is a simple, quick operation. 

The result is an appealing large window unit, in 
keeping with the open planning of the houses—a window 
that, in effect, “enlarges” the room. And all done 
economically with standard materials. 

Want more details? Send for complete working draw- 


ings for this type of window. Mail the coupon 


rc 


Libbey-Owens-Ford Gloss Company 
1581 Nicholas Building, Toledo 3, Ohio 


| Please send me complete information on installation 
| methods for low-cost window walls of Thermopane. 


(Please Print) 


» Admress. . ce cccccccescsccesccccssevecssvceees eosces 
i 
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FOR SCHOOLS 


Here is what Benjamin Kenneth Wyatt, architect for the 
Robstown, Texas and other school buildings, says about 
Stran-Steel Framing: 


“We have used Stran-Steel construction in several recent 
school buildings. 


“Besides being most flexible for modern design, providing 
light cantilevered construction, thin window mullions 
used with collateral materials, economical suspended fur- 
ring, Stran-Steel offers great rigidity with speed of erec- 
tion for greater economy. 


“Being able to nail to Stran-Steel Framing gives the econ- 

omy of wood framing for dry wall construction (Knox 

School) also eliminates furring for metal lath (Robstown 

Schools)in plaster construction. Fire-safety and long life 

view of school. Electrical wiring : is of paramount importance in school building construc- 

actory-punched holes in f Wiring is installed tion, and incombustible Stran-Steel framework meets 
rame members. both of these requirements.” 





Exterior 
through 


Stran-Steel Framing makes it easy to design, easy to buiid 
BETTER BUILDINGS economically! If you are planning 
a school project, classrooms, or other type of construction, 
you can give your buildings a backbone of steel with Stran- 
Steel Framing. 


/ 
= : ~AN | { 4 
r SES N \\\ fe Complete literature and specifications data available upon request, 
BI my 5 ; or see Sweet's catalog service, architectural and builders files. 
Wire), ta + —— 
Bihitie 
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rT | aD «= GREAT LAKES STEEL CORPORATION <= 
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on. Note how 


structi - 
ool under con 1 framing. 


view of sch ited directly to meta 


nterior Sage 
. llateral is na 


wood co 





Corridor deta; 
5 tail 
Stran-Stee] Premicn t=?! showing 


town Elementary School. 


Stran-Steel Framing for Robs STRAN-STEEL REG. U. S. PAT. OFF. 
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PHOTOGRAPH OF HOUSE & GARODEN’S 195! HOUSE OF IDEAS. 


SOMETHING INSIDE 


John H. Callender, Architect 
Cy Williams, Builder 


Weket. Gt 


BEAUTY and convenience and something more 
make it easy to sell this kind of house from inside. 


Something more? Walls and ceilings of SHEETROCK" 
Gypsum Wallboard! Multitudes of home buyers 
prefer its advantages. Easy decoration, strength, 
fire protection, thrifty application, quick occu- , 
pancy—all these and many other advantages make SHEETROCK 

a house more buyable with SHEETROCK. means early occupancy 


SHEETROCK 
endures o “housetime” 


See your U.S.G. representative and get the com- 
plete story of why this superior gypsum wallboard 
does so much to turn prospects into buyers. 


*T. M. Reg. U. S. Pat. Of. 
SHEETROCK 
actually fights fire 


SHEETROCK 


There’s only ONE SHEETROCK ! t takes any decoration 
FIREPROOF GYPSUM WALLBOARD % | — 
United States Gypsum aRe): 
one 





SHEETROCK 
provides smooth beauty 


For Building © For industry 


Gypsum « Lime «¢ Steel «+ Insulation + Roofing + Paint 
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Florida Realty Builders 
Open New Offices 


IOMPLETE sound conditioning, air conditioning, 

recessed fluorescent lighting, and clean, modern 
lines are among the many features of the new offices 
of Bisbee-Baldwin Corporation, Jacksonville, Florida 
real estate and home building organization. 

The company, seeking a central location to house 
its property management, home building, brokerage. 
mortgage, and insurance activities, built the $120,000 
two-story steel and masonry structure and moved 
into the ground floor offices May 25. 


Exterior of the building is faced with rose slump 
brick on the first floor and cream stucco on the second 
floor. Entrance to the building is slightly recessed 
with a glass door flanked by a wide sidelight and a 
small display window encased in brick. Glass is used 
pom around two sides of the building, large 
plate glass windows around the front, and louvered 
aluminum windows on the second floor and side. 

The interior, affording about 11,000 square feet of 
floor space, reflects the latest in business office de- 
sign. Ceilings are paneled with Acousteel, made by 
the Celotex Corporation, to afford an atmosphere of 
quiet efficiency. Celotex cane fibre tile ceilings and 
side walls form sound conditioning in bookkeeping 
and accounting offices. 

he offices are completely air conditioned with 
Baker Aire equipment and General Electric com 
pressors, regulated by Minneapolis-Honeywell con- 
trols. Continuous air circulation for both air condi- 
tioning and heating is provided by the perforated 
ceiling panels. This arrangement will make possible 
the moving of partitions within the office without 
interfering with the air circulation. 

To provide increased efficiency, recessed lighting 
fixtures made by the Daybrite Company, are para- 
bolic traffic lights with fluorescent cones. Floors are 
asphalt tile laid on a concrete slab. 

Bisbee-Baldwin is the developer of several resi 
dential communities around Jacksonville, among 
them being North Springfield Heights, Ridgewood, 
Colonial Terrace, and Riverside Terrace. The cor- 
oration, which has sponsored the development of 
pm Park Subdivision for negroes, also builds and 
finances private homes. 











lumber 
7742 GREENFIELD 








engineering 
DEARBORN, MICHIGAN 


e 


ME D_ 


company 
TIFFANY 6-4160 
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Carl_H, Booth is a fares member of the Realtors’ Mylcinte Listing 
Service of Somerset Hills, president of the Somerset ounty Board 
of Realtors, i dsvill ber | Commence. 
and first vice president of the Lord Stirling Chapter, Sons of the 
American Revolution, A graduate from Ohio State University in 
1903, he has been active in the real estate business for 24 years. 





“PERFECT HOME MAGAZINE 
IS AN IDEAL METHOD OF BUILDING GOODWILL” 





Says New Jersey Realtor 


“The most difficult and yet most important concern of the Realtor 
should be the building of goodwill,” says Carl H. Booth, Realtor of 
Bernardsville, New Jersey. 


“After many years in the advertising field before my entry into real 
estate, I learned the exceptional value of a high-grade monthly publi- 
cation or house organ sent to a selected list of customers or prospective 
customers. Perfect Home Magazine is an ideal publication for this 
purpose. 


“I am so convinced that Perfect Home is an effective medium that 
during the past year I have doubled the circulation in the Somevset 
Hills area and a recent post card survey shows that it maintains excep- 
tionally high reader interest.” 


Enthusiasm such as this from Mr. Booth is a constant challenge to 
the editorial staff of Perfect Home Magazine to make it and keep it 
the excellent goodwill builder which it is. We, the publishers, like to 
think such praise is the logical result of what Perfect Home should be 
and do for its s yg We oe its preparation with the same 
thoughtfulness, beauty of handling, quality, and authenticity which 
characterize the finest magazines of today. All of this is presented as 
the sponsor’s own story. Perfect Home is national in scope but local in 
application. 


By sep. editorial, art, and other preparation costs among its 


blue-ribbon users throughout the nation, and by sharing the local 
reproduction and mailing expense among the selected, reliable build- 
ing factors who benefit from it, costs to each participant are nominal. 


A limited number of exclusive, annual, renewable franchises are 
still available in certain areas to established real estate, home building, 
home financing organizations of unusually high qualifications. If 
interested, address your inquiry to: 














PERERA 
HOM 


STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 
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FOR PERMANENCE WITH 
MINIMUM MAINTENANCE 
AT LOWEST COST... 


spect 
urminuln 


Lowest in price of all rustproof metals, aluminum 
has additional superiorities important to all realty 
investment. Aluminum is non-staining . the 
years merely “weather” it to greater beauty, with 
no need for protective painting. And aluminum’s 
capacity to reflect up to 95% of radiant heat makes 
it excellent insulation, either as roofing and siding 
or inside walls and attic. For the latter applica- 
tions, Reynolds Aluminum Reflective Insulation 
also provides maximum vapor barrier protection. 
Reynolds Metals Company, Building Products Sec- 


tion, Louisville 1, Ky. 








RERNOLDS Lifetime ALUMINUM GUTTERS AND DOWNSPOUTS 
FLASHING + ROOFING ACCESSORIES + NAILS 
INDUSTRIAL CORRUGATED + WEATHERBOARD SIDING 
5-V CRIMP AND CORRUGATED ROOFING AND SIDING 


REYNOLDS ALUMINUM WINDOWS 
Residential Casement, Double-Hung, Fixed and Picture 


REYNOLDS ALUMINUM REFLECTIVE INSULATION 


Aluminum is required for planes and other military needs. 
Production on some of the above items continues but in 
limited amount. Expanding aluminum capacity promises 
increased supply. 


w vou ste - 
«now (TS 
“ REYNOLDS 
ifefime ALUMINUM 
BUILDING PRODUCTS 


REYNOLDS ALUMINUM 


po ee ee oe MAIL THIS COUPON om oe oe ee oe oe 

Reynolds Metals Company, e | 

Building Products Section, 

2016 South Ninth St., Louisville 1, Ky. 
From the listing above, | am particularly interested in the 

following products. Please send complete information. 


Name__ 

CI cacinicntenasiabetiiainns 
Address___ 
| ae ee ae 


“City-Size” Apartment Project 


(KELLY & GRUZEN, ARCHITECTS - ENGINEERS) 


YOMMITMENTS were recently issued and ground 
broken for construction of the largest FHA 
housing development in the state of New Jersey. 
Being built in the Ivy Hill Park section of Newark. 
at a construction cost of approximately $17 million, 
the project will consist of five, 14-story fire-proof 
buildings with 419 apartments each and will provide 
housing for 2,095 families. Occupancy is expected to 
begin in the spring of 1952. 

The double reverse “T” shaped buildings will be 
located on a 30-acre tract and will occupy only 9% 
of the land, the balance will be devoted to parks, 
playgrounds, and 100% parking for tenants. 

The Ivy Hill Park section is 505 feet above sea 
level and is the highest point in the city. While it is 
within the corporate limits of the city, it is geographi- 
cally part of a suburban area of the metropolitan 
district. Arrangements have been made with public 
service companies for bus transportation from the 
site to downtown Newark. 


There will be! 1,115 three- and 980 four-room 
apartments with jrents ranging from $73.50 to $95 
per month, including heat, hot water, refrigeration, 
janitorial services, and automobile parking privileges 

Each building will have a roof promenade and four 
passenger elevators will provide service for the ten- 
ants. Building lobbies will have blue stone flagging 
floors, brick, plaster, and fabric covered walls, and 
aluminum trim. 

This is the first project to be built in Newark under 
the revised building code permitting use of reinforced 
concrete, which eliminates the use of structural steel. 
Without this code change, the buildings could not be 
built except at prohibitive costs and rents far beyond 
the middle income group range. 


From a survey taken in this area, it is believed that 
there will be an influx of more than 100,000 migrant 
workers in the metropolitan area of Newark to meet 
defense requirements. The Ivy Hill project is ex- 
pected to help meet this anticipated housing need 
plus help relieve an already existing acute housing 
shortage. 


The Padula and Solow Construction ay 


Newark, is the builder. The architects are Hugh A. 
Kelly and Barnett S. Gruzen, also of Newark. The 
financing is being handled under Section 608 of the 
National Housing Act by the Alexander Summer 
Mortgage Company of Newark. 
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Even Conservative New England 


Goes for Vdd Homes 





New 1952 “ SUPER-THRIFT~ Homes offer 
Today’s Greatest Opportunity. Investigate! 


Mr. Richards’ success with National Homes in Vermont ° 
is being repeated all over America. Whether your area 

is conservative or ultra-modern in taste, the new 1952 

“Super-Thrift” designs will make an instant hit. We are HO 
now expanding our facilities to put National Homes 

farther ahead than ever. Write, wire or phone! 


e NATION’S LARGEST PRODUCERS OF PREFABRICATED HOMES 
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Nn important message to 
everyone concerned with BUILDING 


When THE HUGE PROGRAM of essential military and 
civilian building that lies ahead of us, three things—time, 
labor and materials—are obviously of critical importance. 


To everyone concerned with the construction of private homes 
or public housing, military installations, expanded plant 
capacity, government facilities and all the other building 
required for strengthening our defenses, new developments 
or improvements that will save either time, labor or materials 
will be of extreme interest. 


The purpose of this message is to tell you about one such 
development that saves all three. 


It is a revolutionary new type of window that can be completely 
installed in a few minutes instead of the hours required to 
install many types of conventional windows. 


F. Gc. Russell, PRESIDENT 
The F. C. Russell Company « Cleveland 1, Ohio 


World’s largest manufacturer of 
All- metal combination windows 


It is a complete, finished unit—containing rustproof Lumite 
screen, glass, weatherstripping and also insulating sash 
if desired. 


It comes factory-painted, fully assembled including the casing 
and hardware—all ready to place in the window opening. 
There is no time-consuming, labor-consuming glazing, fitting, 
altering and painting on the job. 


It has no troublesome sash cords, weights or balances. Instead. 
the windows operate smoothly and easily in vertical slides and 
lock automatically in both open and closed positions. And 
because the glass inserts are easily removable and inter- 
changeable, “spares” can be kept on hand for inserting at 
any time breakage might occur. 


For long life and resistance to the elements, it is made of 
Armco Zincgrip steel, hot-dipped galvanized, Bonderized 
—or equal—and finished with baked on enamel. 


Because of its unique tubular construction, it has great 
strength yet uses up to 60% less metal than most conventional 
types of steel windows. 


The double glass insulation permits rainproof and draft-free, 
filtered-screen ventilation in any type of weather. Insulation 
from outside noise, as well. And it saves up to ¥% in precious 
heating fuel! 


This window, known as the RUSCO PRIME WINDOW 
(Vertical Slide) was developed by The F. C. Russell Company 
two years ago. Despite its many advantages and superior 
features, specially-devisedtooling and production methods 
enable us to sell it competitively with the lowest priced window 
units on the market. Thousands are already in use on private 
homes and housing projects, and they have been specified 
on many large installations such as Ladd Air Force Base and 
Eielson Air Force Base in Alaska; Selfridge Air Force Base, 
Selfridge, Michigan; and Scott Air Force Base, Belleville, Il. 


We believe that the Rusco Prime Window merits the serious 
consideration of everyone concerned with building and with 
the conservation of precious time, labor and essential materials. 


For the same convenience and economy advantages on 
existing buildings RUSCO COMBINATION SCREEN AND 
STORM SASH is recommended. These windows save up to 
1 on fuel, eliminate changing of screens and storm windows 
and can be installed without alteration to present windows. 


SOG 


FOR FULL INFORMATION, DEMONSTRATION OR ENGINEERING CONSULTATION ON THE RUSCO PRIME WINDOW, 
CALL, WIRE OR WRITE DEPARTMENT 7, NR81, THE F. C. RUSSELL COMPANY, CLEVELAND 1, OHIO 
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Industry Spotlight 


Washington, D. C. The President, in an 11th 
hour okay, reluctantly signed the new Defense Pro 
duction Act into law. Extending economic controls 
until June 30, 1952, the new measure has few addi- 
tions, many restrictions. Administration retains its 
power to control credit on new housing but separate 
bills are pending covering other changes in housing 
credit, possible changes in downpayment require 
ments for Vets, and the government's role in enlarg 
ing mortgage insurance and other permanent housing 
programs. 

The bill now in force alters the rent control picture 
somewhat. Rent ceilings can be upped to 20% from 
June 30, 1947 level, minus increases already granted 
other than those okayed for additional services or 
capital improvements. Officials predict some six mil 
lion units will be eligible for boosts from 5% to 20% 
In a “merry-go-round” clause, Federal rent control 
can be clamped on new areas if they are first official 
ly stamped “critical,” but local option clause permits 
decontrol after one month . . . no legal reason why 
Federal agencies couldn't re-control same area if 
desired. 

One kicker in present law extends administration's 
power to acquire real estate by condemnation pro 
viding a bona fide effort has been made first to aa 
the property and that seven per cent of the amount 
considered “just” compensation has been given the 
owner before government takes title 


* . . 


Commerce and labor agencies report a dip in home 
building due to current credit restrictions. Normal 
seasonal rise in private home building failed to show 
as July total reached only $815 million, a substan 
tial 30% under July a year ago. July total commer 
cial building hit $119 million. a drop of 8.5% from 
June. The government till was hit for a 10% rise in 
public housing, however, helping to bring overall 
construction dollar total to $2800 million, a slight 
3% rise from June. 


. . . 


Home building shackles so far haven't put notice 
able dent in construction worker demand. A record 
high two million-plus workers were in the field for 
contract construction in July . . . expanding indus 
trial building accounts for this, with recent figures 
showing this type construction a whooping 274% 
above 1950. 


Like a straw in the wind, the latest word on mort 
gage credit promises slight ease in costs for the com 
ing months. Lopped off volume of building plus ma 
terials shortages should lessen pressure for mortgage 
money. Fannie May also tagged a sizeable amount, 
on lush terms, for defense marked building. 


A new regulation is in the discussion stage that 
will permit builders to reflect increased labor and 
materials costs in future ceiling prices. OPS officials 
and members of the Construction Industry Advisory 
Committee are holding the confab trying to iron out 
existing inequities. As things now stand, rises in cer 
tain material costs are okayed for relief but recent 
wage increases have had to be absorbed in builders’ 
profit margins. 


— August, 1951 19 





| NEVER DREAMED 
THAT MODERNIZING OUR 
TEMPERATURE CONTROLS 
WOULD SAVE US 
THAT MUCH MONEY! 





























Chances are that’s what you’l/ be saying—when So why not call your local Honeywell office 
you install a Honeywell system or replace your today? Or write Honeywell, Dept. BJ-8-42, 
out-moded temperature controls with modern Minneapolis 8, Minnesota. Ask for a FREE SURVEY 
Honeywell equipment. of your temperature control requirements by a 
Because the latest Honeywell controls set new Honeywell engineer. There's no cost or obligation 
standards of accuracy —stop wasteful overheating. —you have nothing to lose but your troubles. 
And these controls are the simplest ever built— 
cost you much less to maintain. 


That’s not all! You'll be keeping your occu- minnwBarotrs 
pants happier and more comfortable. And you'll H ll 
be spending less time and money adjusting com- one e 
plaints about the heat. fi 
° 
Fiut in Coutiol 
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THE “ME-TOO”’ BLUES cecoccccccccccceeeceeseeeeeeeees 


E SUSPECT that there’s at least one government agency 
with its finger in the housing pie that hopes it is never caught 
singing the refrain “anything you can do I can do better.” 

Recently reported in the press — but with very little fanfare — 
was the news that the Atomic Energy Commission expects to go 
in the hole to the tune of more than three million taxpayer dollars 
during the current fiscal year, by trying to be landlord for three 
atomic project cities . . . Los Alamos, New Mexico; Richland, 
Washington; and Oak Ridge, Tennessee. 

The reason AEC housing men give for the losses is rather in- 
teresting . .. and sounds familiar. Here’s the way the story goes 

In September, 1947, the AEC fell heir to management of these 
cities whieh have a combined population of more than 65,000 and 
contain more than 17,000 housing units. In the beginning these 
projects were anything but ors A of good housing and the low 
rent prevailing was one of the hookers used to entice workers to 
the areas for employment. 

As the projects increased, improvements were made (more than 
$268 million has been put in the atomic housing pot up to June 30 
of this year) and now AEC directors complain that they are hav 
ing trouble with rent control boards trying to get rent hikes to put 
their cities on a paying basis. 

It would appear that the AEC, not unlike thousands of other 
landlords throughout the country, got stuck with low rents at one 
time and now finds (again, not unlike thousands of other land- 
lords throughout the country) that rent hike approvals are hard 
to come by. 

With continued deficits staring them in the face, the AEC has 
been sitting tight waiting to see if Congressional action on rent 
control will get them off the hook so they won't have to keep up 
their pitched battle with rent control boards. We don’t know what 
relief AEC housing directors expect to get from the new Defense 
Production Act, recently signed into law, but unless they’re 
miracle men they won't be much better off than before 

The new law permits rent increases up to 20% of June 30, 1947 
levels, with certain provisos that will nullify its benefits in many 
cases, but even this small increase is wholly inadequate to com- 
pensate for the skyrocketing costs of materials and labor during 
that same period. 

Of course, the AEC can mark off its losses by putting its hand 
farther down in the taxpayers’ pocket. Meanwhile, private indus 
try shares the costs of these fiascos and also must pay expenses for 
its own projects. But private industry has no place to turn when 
the ledger sheet doesn’t balance . . . nowhere, that is, except to 
suspicious rent boards. 

This story might make an amusing anecdote if it were not a 
perfect “high-level” illustration of just what the private housing 
industry has been saying for years . . . that the present unrealistic 
rent control laws make it impossible to make a fair profit owning 
rental housing. 

Editor and Business Manager It’s difficult to impress an opponent who doesn’t believe you can 

Rate H. Clements learn by experience but that seems to be the situation existing in 

Managing Editor ‘oon industry’s fight against rent control. Until the light of day 

Bos Fawcett sreaks through, private industry must continue to battle for what- 

Associate Bdises ever step-by-step relief it can get. It’s better to keep fighting for a 
ieniees OO Minin little than to quit entirely and lose a lot. 
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Motorized assembly-line production is one of the “factory-fabricated” methods used to get maximum use from materials and labor 


THE CASE FOR PREFABS 


By RICHARD ROYER 


Associate Editor 


Prefabs have run the gauntlet of skepticism. Prospective home buyers, construction labor, builders 
have been wary of this comparatively young industry that wanted to build assembly-line homes. But 
public apathy is beginning to take a back seat, say prefab manufacturers. And they have a booming 
production program and sales results to prove their point. Here is a summary of what they’re doing 


and what they hope to do to meet the demand for quality, low-cost housing today and tomorrow 














jie homebuilding industry’s postwar dilemma of 
how to provide saleable, low-cost homes while 
also trying to overcome the harassments of govern- 
mental financing regulations, rising costs, material 
shortages, and labor troubles has resulted in a not- 
able increase in the demand for prefabricated homes. 
More and more builders are augmenting their con 


9 


“ 
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ventional building with prefabs, some are taking over 
full-time dealerships, and still Others are studying the 
young industry with a wary eye. 

To state the case for prefabs, JourNat editors quer 
ied manufacturers and dealers. They point to the 
following advantages of their product in this topsy 
turvy market: “one stop” facilities . . . quicker con 
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. minimum 


struction . . . rapid turnover of capital . . 
certainty of “fixed” final 


need of on-site labor . 
costs 

The facts behind the case for prefabs show that in 
reaching its present day status the industry had to 
overcome many obstacles that were unique to the in- 
dustry and that bore little relation to the general 
home building hurdles raised by government agencies. 

The biggest barrier to the industry was public 
apathy and suspicion partly resulting from some 
poorly constructed post-World War II prefab housing 
projects. 

Some government-sponsored prefab housing pro 
jects, heavily underwritten during this period, ended 
in chaos. Builders with little or no previous experi- 
ence erected prefab homes in monotonous looking 
subdivisions that drew ridicule from the general pub 
lic as well as from qualified members of the building 
industry. 

Through this unstable period in the prefab indus- 
try’s growth, the established and well-organized pre 
fab manufacturers, together with the addition of re- 
liable newcomers, continued to expand their facilities 
and production output in a business-like manner. 

Commenting on this period, Harry H. Steidle. 
manager of the Prefabricated Home Manufacturers’ 
Institute says, “The postwar clamor for houses caused 
an artificial and perhaps detrimental stimulation of 
the home prefabricating business but despite these 
handicaps the nucleus of 12 pioneering firms has in 
creased to approximately 45 well-established pro 
ducers of quality homes. These companies accounted 
for 55,000, or one out of every 20 single-family dwell 
ings built in the United States during 1950. Eighty 
five percent of these homes were sold complete with 
house and lot in the $6000 to $9000 price bracket.” 

For a prolonged period, public indifference toward 


Truck deliveries are scheduled to arrive at the erection site in the early morning so the home may be put 
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the idea of prefabricating homes was widespread; 
some builders were reluctant even to consider the 
pros and cons of any change in their building prac 
tices. But the quality of construction not only gained 
builder acceptance but also influenced them to use 
prefabricating techniques of their own 

Building codes were sorespots that had to be fought. 
In some areas, as many as eight different building 
codes were in force, making it difficult for prefab 
manufacturers to produce a standard product that 
would meet the varied requirements of these codes. 

At the outset, labor organizations raised a hue and 
cry claiming threatened loss of employment and 
many financial institutions shied away from this 
“unconventional” type of construction 

Speaking of the industry today, Steidle says, “The 
Pa xo ation of homes is now well recognized as the 
chief means of providing better housing values. The 
efficiency of modern factory methods has been fully 
demonstrated and the skepticism that surrounds the 
industry has been completely removed by the pro 
duction, sale, and occupancy of more than 200,000 
prefabricated homes since World War II. 

“A growing list of more than 3,000 home builders 
has been won over to the erecting of prefabricated 
homes as the most profitable and most economical 
way of providing housing for middle and lower in 
come families and this recognition is reflected in the 
increased production of prefabricated homes during 
the first half of 1951 when conventional housing has 
been on the decrease 

“A second factor adding to the growing popularity 
of prefabricated homes has been the improvements 
made in engineering, advanced styling, and the use 
of superior materials and equipment. The best of ar 
chitectural experience is finally going into even the 
lowest cost homes and every square inch of space is 


under roof” in one day 
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effectively utilized by careful and complete planning. 

“The principles of prefabrication are especially 
adaptable to the Heh ranch-style houses and 
cen in the industry are finding excellent accept 
ance of their newer models which follow ‘modern’ 
trends. 

“While middle and low cost housing has offered 
the best field of operation for prefabricators,” says 
Steidle, “the past year has demonstrated the practi- 
cability of using various combinations of prefabricated 
units for the economical construction of spacious and 
luxurious homes a trend that will be accelerated 
with the removal of building restrictions. Despite 
labor and material shortages and the even more re 
strictive government building regulations, the pro 
duction of prefabricated houses for 1951 should well 
exceed that of 1950.” 

The problem of construction materials is not a 
pressing one for most prefab manufacturers. Inquir 
ies to these producers show that although some metal 
products are not too plentiful, supplies of lumber. 
plywood, and hardwood flooring are ample enough 
to supply the wants of the industry this year. 

By using available materials in a more economical! 
manner than might be possible in on-site construc 
tion, by having reliable sources of supply, and by 
buying in large volume, prefabricated building en 
joys advantages over conventional building 

Shortages in the labor field do not hinder the pre 
fabricated home manufacturer to the degree felt by 
the conventional builder. A large percentage of the 
work done on prefab homes is done at the factory 
where power machinery and line production methods 
reduce manpower requirements. On the building site. 
it usually takes about one-third the manpower to 
erect prefab as it does to build a conventional home 

Helpful in winning more general acceptance of 
financial institutions in obtaining mortgages on pre 
fab homes are such factors as the knowledge ihat ihe 
final cost is pre-determined, the virtual assurance 
that a multitude of “hidden” costs will not spring up, 
the increasing acceptance of the general public, and 
the knowledge of the shorter time it takes to complete 
the house. 

Some of the manufacturers queried assist their 
dealers in financing homes through construction 
loans or by term mortgages. One producer's plan for 
construction financing provides construction advanc 
es in the following manner: 55% of the amount of 
the mortgage at the time the house is erected; 25% 
at the time of plumbing and heating rough in; ihe 
balance of the mortgage when the loan is closed 

Other services offered by manufacturers include 
counseling and preparation services for obtaining 
loans from lending institutions and for processing 
FHA and VA loan application, investigation of pro 
posed land sites, land planning, preparation of cost 
estimates, planning for public utilities, awarding 
building contracts, architectural, engineering. busi 
ness counseling, advertising, and promotion 

One eastern builder commenting on his experience 
with prefab homes says. “Because a bank is pretty 
well convinced that you can get the materials. a pre 
fab is easier to finance. Ninety-five percent of the 
house I use is delivered and they pay only 40%. A 
large organization is buying for you and this expe 
dites many phases of home building.” 

Another builder in the southeastern section of ihe 
country says, “I deal with a company which provides 
‘one-stop’ service. Land planning, architectural. en 


gineering, financing, advertising. and sales helps are 
provided. I’m willing to let someone else worry about 
materials and financing.” 

The delivery arrangements of some manufacturers 
have been worked out to the point where homes that 
are delivered by truck arrive at the construction site 
immediately after breakfast. This allows a complete 
day’s work by the crews and thereby holds construc 
tion time down to a minimum. 

Freight rates in some instances hindered the ex 
pansion of operations of manufacturers but delivery 
scheduling by trucks has to a large degree overcome 
this. One producer's delivery charges run approxi 
mately 50 cents per mile beyond the first 35 miles. 
After delivery, four hours free unloading is allowed, 
after which there is a demurrage charge of $2.32 
per hour. 

As steady improvements were made in the quality 
of their product, prefab manufacturers also stressed 
increasing the caliber of the dealer-erectors who han- 
dled the completed house. Dealers are sought who are 
well established in their communities, are financially 
responsible, have a sound knowledge of home mer- 
chandising, who will help lend prestige to the trans 
action, and who will retain the goodwill of the pur- 
chaser. 

In the majority of cases, the dealer erects the 
house, but does have the advantage of manufacturers’ 
trained personnel to provide instruction and super- 
vision. Most manufacturers say their home may be 
completed within two weeks; some supply the com 
plete or “package” house, even to the flowers growing 
in the window boxes; others furnish the structure 
complete except for certain kitchen or laundry equip 
ment; still others supply only the house shell and ask 
the dealer or purchaser locally to contract for the 
plumbing, heating, and wiring. 

Speaking before members of the Prefabricated 
Home Manufacturers’ Institute at their eighth annu 
al meeting earlier this year, Steidle said, “Industry 
performance coupled with a program of public 
education has gone farther than the mere accept 
ance of prefabricated homes; it has resulted in the en 
thusiastic endorsement of factory methods as the 
chief means of lowering housing costs. 

“By providing an opportunity for the exchange of 
views and experiences on manufacturing, marketing, 
financing, personnel, and other problems the pre 
fabricated house industry has progressed to a point 
far beyond that which it would have reached under 
scattered individual effort.” 

Pointing to the part the industry can play in the 
defense effort, Steidle continued by saying, “Pre- 
fabricators have a definite and important part in the 
country’s mobilization plans. Our facilities if not re 
quired for normal housing needs will be sought for 
industrial housing, barracks, and other buildings 
required in the defense program and our greatest as 
set is the ability to produce with labor of low skill and 
in locations remote from the congested defense 
areas. 

“However, the industry's constant aim should be to 
ward better housing. The erection of many fine homes 
in the higher price brackets provides ample evidence 
that the principles of prefabrication are not limited to 
low-cost housing.” 

Further information about the prefabricated homes 
mentioned in the following pages can be obtained by 
writing direct to the manufacturers or by writing the 
JOURNAL. 
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What They Make 





Here are summaries of the products and policies of 


23 leading manufacturers of prefabricated houses, 





including latest designs, prices, and services 


ApmiraL Homes, Inc., Pittsburgh, Pennsylvania, 
manufactures two-to-four bedroom homes in the 
$7.000 to $12,000 price range, excluding lot; plans 
call for manufacture of more than 500 homes in 1951. 

Homes are furnished in both “shell” packages and 
“interior trim” packages. In the Pittsburgh area sales 
are made both Sect to consumer and through deal- 
ers. In territories, sales are handled through dealers 
only. Company helps both consumers and dealers get 
plumbing, heating, wiring, and other materials not 
included in standard package. 

Company assists in obtaining mortgage commit 
ments and construction loans for buyers in local 
areas. Territory dealers perform same functions in 
their areas. 





i i American Houses, Inc. 
American Houses, INc., New York, builds single 


houses and multiple dwelling or apartments ranging 
in price up to $35,000, without land. 

The company furnishes basic structural parts to- 
gether with all carpentry finishing materials but does 
not supply masonry, plumbing, heating. wiring, 
painting, or decorating. 

Sales are made to dealers only and technical ad 
vice, advertising and merchandising services and 
sales promotional literature are aetind by the com 
pany. Fieldmen are available for on-the-job services 
in connection with construction methods, delivery, 
and erection schedules. 


Best Homes, INc., Peoria, Illinois, produces two- and 
three-bedroom homes in the $6,825 to $16,000 price 
range, exclusive of land. The higher priced homes are 
semi-prefabricated with plaster walls and other con- 
ventional features. The company’s production goal 
for 1951 is approximately 1,000 units. 

Homes are constructed locally by company’s own 
construction employees. Authorized dealers purchase 
house package that may include everything but 
plumbing fixtures and dealers are responsible for 
erecting house. 


CrawForp Corporation, Baton Rouge. Louisiana, 
builds from 75 basic designs with models ranging 
from $6,200 to $10.800, exclusive of lots. Deslerchips 
are exclusive. 
Builders’ services include project development, ar- 
chitectural, engineering. and business counseling 
services. A Crawford subsidiary arranges interim 
financing for builder-dealers and often handles the 
mortgages of individual home buyers in dealer devel- 
opments. Crawford Corporation 
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The company’s home package does not include 
foundation materials, plumbing, or electrical sup 
plies 





Ivon R. Forp, Inc., McDonough, New York, builds 
homes in the $8,000 to $9,000 price range, exclusive 
of lot, for truck delivery to Northeastern states; as- 
sociate plant in Michigan handles sales in that area. 

The pilot plant builds 500 to 800 units per year but 
production is to be expanded by licensing others to 
use company’s system and services. 

Homes are available complete with tile bath and 
automatic oil or gas heating. Liberal erection and 
dealer discounts are given to dealers if they provide 

tven R. Ford, Inc. for foundation, heating, and plumbing at local level. 

An interim finance plan is available for construc- 
tion financing by company’s dealers 











Green LumpBer Company, Laurel, Mississippi, is 
presently not producing stock or standard models but 
works on special order. Unit prices range from $1,800 
f.o.b. factory depending on project requirements. Ap 
proximately 1,000 units of different types are ex- 
pected to be manufactured this year. 

Services, materials, and equipment are supplied 
according to requirements of the customer. 


GeNERAL INpbustries, INc., Fort Wayne, Indiana, 
builds two- and three-bedroom homes in the $7,000 
to $9,500 price range, not including land. Production 
goal for 1951 is 500 to 1,000 homes. 

The company’s house package includes everything 
needed above the foundation slab except plumbing, 
oil storage tank, and decorating materials. Homes are 
sold only through approved dealers whose crews are 
factory trained. 

A General Industries’ affiliate offers a complete 
finance plan, both interim and permanent, to quali 
fied dealers. 


General Industries, Inc. 


Gunnison Homes, INc., New Albany, Indiana (U. 
S. Steel Corporation subsidiary), produces two- and 
three-bedroom homes in the $7,000 to $10,000 price 
range, without lot, and expect sales to reach approxi- 
mately 8,000 during 1951. 

The homes are marketed through authorized deal 
ers who erect the home and supply foundation, floor- 
ing materials, plumbing fixtures and electrical in 
stallations, Home package includes steel kitchen cabi- 

Green Lumber Company 





Gunnison Homes, Inc. Harnischfeger Corporation 


26 August, 1951 — Nationau Rear Estate anp BuitpinG JouRNAL 

















nets, gas or oil forced air furnace, and gas or oil 
water heater 
An interim financing plan is available to dealers. 


HaRNISCHFEGER CorporaTION, Port Washington, 
Wisconsin, builds two- and three-bedroom houses 
from five basic models in the $6,500 to $10,500 price 
range, exclusive of lot, and anticipates manufactur 
ing 3,600 units this year. 

The house package, (shipped to the site 83% com- 
plete). includes everything but the foundation, 
plumbing, heating, wiring, finished floors, decorat 
ing, and erection labor. An erection supervisor is 
available to dealers to instruct the crews on the first 
home the dealer builds. 

Construction loans or term mortgages are avail- 
able to authorized dealers through a Harnischfeger 
subsidiary and this service is applicable either to 
single homes or to multiple unit projects. 


E. F. Hopcson Company, Inc., Dover, Massachusetts, 
is chiefly a custom prefabricator and does not ordi- 
narily use stock plans. Home prices, which range 
from $1,000 to $30,000 are f.o.b. factory. 

A Hodgson home package includes building ma 
terials but does not include foundation, electrical wir 
ing, heating, plumbing, sheetmetal, or decorating. 
Erection supervisors are available to assist customers 
in erecting the home 


Houston Reapy Cur Houser Company, Houston, 
Texas, is manufacturing one- to three-bedroom homes 
in the $2,000 to $8,500 price range, exclusive of lot, 
and expects to manufacture approximately 200 of its 
standard prefabs this year. 

In the company’s standard prefabricated housing 
construction, an associate company does approx) 
mately 95% of the field constructing which consists 
of foundation, plumbing, painting, field wiring, and 
erection. The company's industrial houses are sold 
either for company construction or f.o.b. factory for 
purchaser construction. 


Knox Corporation, Thomson. Georgia, builds two 
to four-bedroom homes in the $5,000 to $12,500 
price range, exclusive of lot. 

The home package includes construction materials 
but purchasers must furnish foundations, plumbing, 
electrical, and heating facilities, and decorating ma- 


E. F. Hodgson Company, Inc. 
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National Homes Corporation 


Pease Woodwork Company 
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terials. Erection instructions or supervision is fur 
nished by the company. 

Purchase financing is furnished through regular 
dealer distributorships. Under FHA or VA the com 
pany provides construction advances and deferred 
payment of invoice on the house package 


LumMBER ENGINEERING Company. Dearborn. Michi 
gan, manufactures two- and three-bedroom homes 
in the $5,500 to $12,000 price range exclusive of lot, 
and is currently producing five homes per day with 
the aim of doubling this production in the next year 

The materials furnished with each home include 
steel kitchen cabinets, heating equipment. drywall 
or lath, interior trim, and hardware. The builder is 
assisted by technical supervision of erection, train 
ing of crews, and assistance in obtaining mortgage 
financing for construction and the completed home. 


Minwest Houses, INnc., Mansfield, Ohio. builds 
homes in the $8,500 to $20,000 price range, without 
lot, and expects to build approximately 1,000 units 
this year. 

All carpentry required to completely erect and 
finish a house is supplied and special equipment such 
as washers and dryers, can be purchased through the 
company on special order 

The company does not furnish purchase financing 
but assistance in securing loans is available. 


Mipwest Housinc Corporation, Janesville. Wis 
consin, produc es homes in the $6,800 to $13,500 price 
range, without lot. and expects to manufacture ap 
proximately 100 units this year in addition to several 
hundred defense units for the U. S. Quartermaster 
Corps. 

The company furnishes all materials to complete 
the house except, masonry, heating. lighting, and 
plumbing. Built-in automatic laundry equipment will 
be provided if desired 

A purchase financing arrangement is made avail 
able to dealers of Midwest Housing 


NationaL Homes Corporation, Lafayette, Indiana, 
manufactures two- to four-bedroom homes that sell 
from $6,180 to $18,000 without lot. the price varying 
with local conditions. 

Only authorized dealer-builders handle National 
Homes and they are responsible for the foundation, 
masonry, plumbing. wiring, heating. roofing, paint 
ing, and erection of homes 

Financing of purchases may be made through 
National Homes Acceptance Corporation for dealers 
and home buyers 


New Century Homes, INc., Clinton, Indiana. builds 
two- and three-bedroom homes in the $6,300 to 
$11,000 price range, exclusive of lot, and expects to 
build approximately 1,000 homes this year 

Distribution of all houses is through authorized 
dealers and the house package includes construction 
carpentry material, kitchen cabinets, and lighting 
fixtures. Dealers handle their own advertising. sales, 
erection. and financing of home 


Pace aNd Hitt Homes. Shakopee, Minnesota, is 
building two- and three-bedroom homes to sell from 
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$8,000 to $20,000, exclusive of lot, and the company 
hopes to build 1,000 homes this year. 

cians are sold through authorized dealer-builders 
and the price to the home owner includes the com 
plete house. All financial arrangements are handled 
through the dealer-builder for the home owner. A 
P & H house package includes plumbing, heating, 
wiring, and decorating. Dealers are trained by the 
company in the correct erection techniques for ihe 
homes. 


Pease Woopwork Company, Cincinnati, Ohio, is 
building two- to four-bedroom homes in the $7,000 
to $19,500 price range, without a lot. and this year 
expects to build 2,000 homes. 

The home furnished by the company to its fran 
chised builder-erector dealers includes all construc 
tion carpentry materials and such extras as automatic 
Sehimesbers and disposals. The plumbing. heating. 
wiring, masonry, painting, decorating. and sheet met 
al work are done at the erection site by local labor 


SouTHERN MILL AND MANUFACTURING CoMPANY, 
Tulsa, Oklahoma, builds “turn-key” houses only and 
the prices range from $5,000 to $12,000, exclusive of 
lot and utility connections. Production of its houses is 
approximately 500 per year 

The company has no dealers and its own crews do 
all the construction of homes from foundation to 
finishing touches. All homes are sold complete with 
plumbing, heating. wiring, and painting 


Tuyer MANUFACTURING CorporATION, Toledo, Ohio. 
manufactures two- and three-bedroom homes to sell 
from $6,500 to $12,500, exclusive of lot. In the com 
pany’s line of 80 variations from five basic floor plans 
are 40 models, double-wall constructed for northern 
climates, and 4) models, single-wall constructed for 
southern climates. 

Materials furnished for the company’s “Pollman” 
homes do not include plumbing, wiring, heating or 
masonry supplies. Home sales are made through se 
lected dealers who are responsible for erecting models. 

A 50-day interim financing plan is offered by the 
company with representatives assisting in securing 
financing for builders. 


Unir Structures, INc., Peshtigo, Wisconsin, builds 
two- and three-bedroom homes in the $9,000 to 
$18,500 price range, without lot, ready for occupancy 
and expects to build approximately 750 homes this 
year. Fifteen models are now being produced by the 
company. 

A “Unit” package contains all construction ma 
terials and interior wall coverings such as sheet rock, 
plaster, or wood panelling is available to the purchas 
er but is not included in basic package. 


West Coast Mixus, Chehalis, Washington, is pro 
ducing two- and three-bedroom homes to sell from 
$5.000 to $15,000, without lot, and hopes to ship 500 
houses this year. 

The company furnishes its dealers with a lumber 
and millwork package together with services includ 
ing a program of neighborhood planning and interior 
and exterior color. styling of homes. 

The company does not furnish purchase financing 
directly but assists customers in obtaining regular 
mortgage loans 


(Copyright 1951 by W 
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Make Your Sales Contracts Pay Dividends 


By JOSEPH L. ABRAHAM 


HE Contract of Sale is the most 

important of all instruments 
in a real estate transaction. It not 
only binds the parties, but also 
charts their rights and duties 
throughout the trade. A well 
drawn contract assures. smooth 
proceedings, and encourages fur- 
ther dealings with the broker who 
prepared it. A poor one stimulates 
friction and endangers a success 
ful conclusion. It often creates ill 
will and jeopardizes future busi 
ness. Indeed, it may even defeat 
the broker’s commission, or com 
pel him to collect it in court. 

A cautious broker will advise 
the buyer and seller to retain at 
torneys to pass on legal questions 
involved. This is required by real 
estate commissions in several 
states. He will carefully avoid all 
responsibilities that belong to law 
yers. To do otherwise invites trou 
ble. 

One broker learned this lesson 
the hard way. In representing the 
purchaser of a building site, he 
inserted a reservation in the con 
tract which permitted the seller, 
who owned the adjoining lot, “to 
build onto and have use of the ex 
terior of the north wall of the 
building to be constructed” on the 
property. 

When an architect was retained. 
he was unable to draw plans for 
buyer’s building. The reservation 
was too indefinite. It placed no 
limit on the amount and distribu 
tion of weight of seller’s building 
to be supported by buyer's wall. 
nor upon the depth of penetration 
into the wall. After a long delay 
in a period of sharply rising costs, 
the parties finally reached a satis 
factory corrective agreement at 
considerable expense, however, to 
the broker’s principal. This broker 
lost a lucrative customer. Had he 
recommended that the buyer con 
sult his attorney, he would have 
been blameless. 

Faulty descriptions of the prop 


0) 


Do you know the pitfalls to watch for in preparing sales contracts? 
Real estate salesmen and brokers can gain many advantages from 
well-prepared real estate contracts. Our cuthor, a lawyer and 
officer of a southern title company, tells what is necessary in draw- 
ing up contracts to help avoid legal entanglements resulting from 
faulty description of properties, use of phrases not clearly defined 


erty probably cause more litiga 
tion than any other item in the 
contract. The prudent draftsman 
will use nothing short of a full 
“legal” or “record” description. 
This varies according to the locali 
ty, and may be by map or plat and 
lot and block number, by metes 
and bounds, by monuments and 
boundaries, by government sur 
vey, or by a combination of these 
methods. 

Do not use street number alone 
unless such is unavoidable. More 
over, where the property involved 
is a parcel to be carved out of a 
larger tract, a survey should be 
made before the contract is pre 
pared, and the tract described from 
the survey. Here too, a lawyer's 
aid may save the broker embar- 
rassment 

The contract must be capable 
of only one interpretation. Words 
and phrases should be used that 
are perfectly clear on the face of 
the document without further ex 
planation. For instance, a broker 
inserted a stipulation that provid 
ed “seller agrees to pay closing 
costs.” To the seller this meant the 
expense of preparing the deed, af 
fidavit of title and the financial 
settlement statement, which could 
be done in the particular city for 
$20. In the purchaser’s mind, how 
ever, it included a title insurance 
fee, or a total of $150. To salvage 
his trade. the broker induced a 
compromise by which each party 
reluctantly paid $75 and the pur- 
chaser got his title insured. But 
both the seller and the buyer left 
the closing convinced that the 
broker had imposed upon their 
pocketbooks. A clear definition in 
the contract of “closing costs” or 
a limitation of the amount to be 
paid by seller could have obviated 
this controversy 

An amusing incident of loose 
draftsmanship is told by Stephens 
Mitchell, Georgia Real Property 
authority. He was faced with a 
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contract which contained this bald 
statement: “subject to termites.” 
After the contract was signed, an 
inspection revealed that the prem 
ises were infested by termites. At 
the title closing. the seller argued 
with cool logic that the purchaser 
was compelled to accept the insect 
intruders, just as one must assume 
the burden of easements where the 
sale is made subject to them. 

The purchaser contended with 
less logic, but with considerable 
sympathy. that he had directed 
the agent to make the contract sub 
ject to a termite inspection show 
ing freedom from termites; that 
he had signed the contract believ 
ing that the disputed clause accom 
plished his purpose. Only Mitch 
ell’s finesse and patient skill 
brought the deal to a successful 
conclusion, and then after many 
long hours of wrangling. 

Other troublesome expressions 
too commonly used are: “$20,000 
net to seller” and “$8,500 for sell 
er’s equity.” What does “net” 
mean? Can we invade the $20,000 
for payment of revenue stamps, 
for seller’s pro-rata share of taxes, 
utility bills and pre-paid rents, or 
for expenses of title clearances? 
And how much is seller’s equity? 
Does it include escrow funds on 
deposit with mortgagee for the pay 
ment of taxes and insurance? Is it 
diminished if the mortgage pay 
ments are delinquent and subject 
to back payments plus late 
charges? Avoid these terms, if pos- 
sible. If either party insists upon 
them, include a clarification in the 
contract itself. 

Often the purchaser desires to 
make the contract subject to his 
ability to obtain a loan from a 
third party. It is easy to write that 
“this contract is subject to pur 
chaser’s obtaining a necessary 
mortgage loan of $8,000.” A brok 
er did exactly that and lost his 
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Striated plywood Plaster Plastic 


Wall Appeal 


Interior walls can act as “‘silent salesmen” for you if the materials used for them are selected with 


decorative appeal in mind. Attractive walls catch prospects’ eyes and can aid in new home sales 


Wood paneling 
N interior wall can do more than merely serve a 
functional purpose. Not only can it provide for 

a bearing partition, help deaden sound, and provide 
insulation it also can be an important decorative ele 
ment in a home if its construction material has an 
attractive surface finish 

Materials such as structural glass and ceramic tile 
are most often found in baths or kitchens but more 
builders are now using them for fireplace facings 
and semi-partitions. Their glazed surface has a bright 
ness that seems to make a room grow larger 

Wood paneling is a favorite of long standing and 
it and plywood sheeting are finding increased uses in 
today’s new homes. 

Plaster’s permanent finish holds color indefinitely 
when painted and is somewhat fire-resistant 

Often a masonry constructed house repeats its ex 
terior on the interior using brick, native stone, cinder 
or concrete block, or adobe 
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Maintenance costs can be held down 
by making careful periodic inspections 
and repairs before tenants complain 


Controlling Maintenance Costs 


Protecting an investment property's income is a prerequisite for 


beac’ property managers know 
| what costs ought to be for 
every type of rental unit. But 
keeping those costs in line with 
economical management and, at 
the same time, protecting the prop 
erty’s value through good main 
tenance, is the important problem. 

During the past several years, 
mine-run casilinien has been 
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successful management. And a great deal of that success depends 


on maintaining the physical condition of the property for maxi- 


mum tenant appeal. But how can management keep maintenance 


and modernization costs within limits, pleasing owner and tenant 


at the same time? Here are some practical management suggestions 


considered enough because of rent- 
al housing demand. However, by- 
passing upkeep allotments simply 
because one can get by with it is 
obviously detrimental to the prop- 
erty. Worst of all it is a sure-fire 
method of destroying the goodwill 
management may enjoy by reason 
of improved practices. 

Similarly, building goodwill on 
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the foundation of over indulgence 
is equally disastrous to any per 
manently successful management 
program. Both practices fail in 
their real purpose. 

Management’s problem is to 
find a “middle-of-the-road” policy 
where it can retain the confidence 
of the owner and the goodwill of 
the tenant while insuring an ade- 
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quate return on the investment as 
well as proper care of the proper- 


y: 

Although some managers claim 
this is impossible under rent con 
trol, the fact remains that present 
and future success depends on 
recognizing the problem and work 
ing out the best solutions possible. 

The root of many of manage 
ment’s maintenance problems can 
be found at the very outset in a 
poor tenant-selection policy. No 
plan for controlling upkeep can be 
successful when the turnover is 
too great or when the care given 
a property by tenants is substand 
ard. 

Special care must be taken to 
select the right type of tenant for 
each unit. The best method is to 
establish a sirict rental policy and 
adhere to it. A family of eight in 
a five-room bungalow is obviously 
overcrowded, and will certainly 
result in increased costs. Likewise, 
it is false economy to rent an 
apartment in a_ building which 
houses mostly families with child 
ren to an older couple without 
children. 

Management should determine 
a prospective tenant's qualifica 
tions by formal application, per 
sonal interview, and references. A 
comparison of income with antici 
pated expenditure for rent will 
warn management of tenants who 
are inclined to overestimate their 
ability and who may consequently 
increase tenant turnover and 
maintenance costs. 

Assuming that a given property 
is in good condition when the ten 
ant goes in, at whatever time of 
year it may be, the costs of interior 
maintenance should not exceed 
one and one-half months rent 
over the period of one year. In 
low-rent units, one month's rent 
will ordinarily suffice to maintain 
the property in good condition. As 
the rent increases, the amount re 
quired rises to one and one-half 
month’s rent until it reaches about 
$100. Tenants paying over $100 
are usually of the highest type. 
They desire a lease and remain 
from three to five years without 
much deviation in rental unless 
there is a general market collapse 

Maintenance costs must be fig 
ured in the lease rental agreed 
upon. Very often allowances can 
be made to the tenant permitting 
him to do his own reconditioning 
with repayment to be made out of 
rental credit given when the lease 
is renewed from term to term. 

These costs can be charted ac- 
curately by a card system for each 
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property. Cost and type of work 
can be noted along with when the 
work was done. This can easily be 
referred to when requests for work 
come in. The supervisor of repairs 
can see at a glance whether or not 
the schedule is being kept. 

The problem of keeping to a 
schedule is an important one. No 
system is any os unless it can be 
followed. 

To keep to a schedule, manage 
ment should not wait to be hound- 
ed by tenants to take care of work 
which is actually needed. When 
tenants have to make several re 
quests for work, they can usually 
think up a dozen other items of no 
actual importance so far as the 
basic condition of the property is 
concerned. By periodically calling 
on tenants or . at least making 
known to them that sincere re 
quests for needed improvements 
are welcome, the needless nuisance 
repairs which are termites to in 
cume can be avoided 

Inspections should be made in 
the Spring of the year. Whether 
they are made by the manager, 
superintendent, or some other em 
ployee, the person should be train 
ed to greet the tenant by saying, as 
pleasantly as possible, that the 
owner cannot grant every request 
but that he wants to do what he 
can to make the home livable and 
comfortable. Whoever is shown 
through the house or apartment 
usually comes away with a report 
asking for the essential recondi 
tioning 

If it is necessary to decline some 
of the requests, it is an easy mat 
ter to rae the tenant of that 
fact after having called or written 
to invite his assistance in deciding 
what and how much should be 
done. If the management office 
waits for the tenants to get after 
it, they will insist on many un- 
necessary things being done. 

Assuming that after proper in- 
spection the request is granted, 
how is management to ascertain 
whether the cost will exceed what 
the property’s income warrants 
without two or three bids? Some 
may say, “Get two or three esti- 
mates and know exactly what it 
will cost.” That is good practice 
where the undertaking is of large 
proportions and warrants the time 
and attention necessary to secure 
and compare bids. However, in the 
average management office han- 
dling several hundred or thousand 
units, this is impractical. First, it 
takes a lot of time and recondition 
ing should be done with dispatch. 
Second, where the anticipated ex 
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penditure is nominal, tenants are 
often displeased by having two 
or three workmen go through the 
property to do the estimating. 
Third, the management office will 
have a virtual avalanche of bids 
and proposals to wade through, all 
in an effort to determine some 
thing that it should have known in 
the beginning. 

Some management offices quick 
ly estimate costs by using a piece 
work labor method. For example. 
they buy their own material and 
hire one wallpaper contractor to 
handle all their work, paying him 
so much per roll for hanging the 
paper. The contractor pays his 
own men and renders one bill for 
each property. The office can then 
tell exactly what each job costs 
and deals only with one employee 

The same procedure is followed 
with painters. The office buys the 
material and knows from experi 
ence how much it will take to cov 
er certain types and sizes of sur 
faces. One master painter takes on 
and lets off men as he needs them 
Without wasting further time after 
the inspection, if the work agreed 
upon is of the common variety, it 
can be closely estimated whether 
or not each job will exceed the 
allowance for that property. This 
speeds the work and, consequent 
ly, builds goodwill 

Plumbers, electricians, carpen 
ters, shade cleaners, and all the 
rest should be geared as much as 
possible to getting things done on 
time. From keeping cost records, 
one can analyze bills when they 
come in and judge their fairness 

Finally, a system such as this 
enables the managing agent to in 
dicate to the owner that something 
more than collecting rent is being 
done in the management of his 
yroperties. The records kept can 
ye shown to justify any expendi 
tures questioned 

The task with which manage 
ment is faced in the control of 
maintenance costs boils down to a 
very simple statement: Manage 
ment must know how to spend, 
when to spend, and how much to 
spend. Many systems devised to 
solve this problem are too complex 
and present a problem in them 
selves. A flexible, easily under 
stood, yet accurate, card system is 
all that is needed for the record 
keeping. That, accompanied by 
alert, sincere operators bent upon 
seeing that management fulfills 
its obligation to both owner and 
tenant, will make the handling of 
upkeep and maintenance problems 
much easier. 
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“ROT AVENOE” OF Pecan 


Brochures can be an effective medium for advertising industrial and 
commercial properties . . . if they're distinctive. That's a big “‘if’’ 
when you are trying to atiract the attention of busy executives. But 
this Philadelphia realtor has found a way. He uses such things as 
chewing gum, magnets, ‘‘pop-ups” to tie in with an interesting com- 
bination of color, sparkling copy, and illustration. Result . . . success 
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Value of each property determines the amount of money spent for brochures, usually 


5-10% of commission involved, but there 


is no ceiling on originality of ideas. All mailing pieces are done in combinations of red, blue, white, black. Mailing list is selected 
carefully to draw out the best potential customers. Copy and illustrations completely describe pertinent facts about each property 


T must be concise, interesting, 

distinctive! That's the secret for 
advertising industrial and com 
mercial properties. And the cor- 
rect formula is well-illustrated by 
the advertising of Frank G. Bins 
wanger, Inc., realtors of Philadel 
phia. 

Frank Binswanger, president of 
the organization, believes direct 
mailing pieces offer the best facili 
ties for presenting pertinent facts 
about industrial and commercial 
properties in an interest-catching 
way, and he employs an array of 
unusual, attractive ideas to back 
up his contention. 

“In working with officials of in 
dustrial firms,” says Binswanger, 
“you are working with extremely 
busy executives who want to have 
everything presented to them in as 
concise a manner as possible. A 
person in charge of an industry's 
real estate needs is deluged with 
all sorts and types of offerings, 
each trying to further the inter 
ests of an individual area. That 
makes it necessary to present your 
story in as striking and effective a 
manner as possible. 

“We feel that if the approach 
is made by giving the details of a 
property in general letter form, it 
makes a very wordy and dull pre 
sentation. But an attractive direct 
mail piece offers a dramatic ap 
proach in giving the facts and de 
tails. And it does this in such a 
manner that within a few minutes 
any person can get practically the 
whole story.” 
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Binswanger believes that the 
first qualification for any direct 
mail piece is to make it striking 
enough to get the prospect to read 
further. Every one of his brochures 
combines such attention-getters as 
rich color, unusual illustration. 
and eye-catching headline. Here 
are some examples 

The illustration on a blue. 
white, and red brochure cover 
shows a house being lifted off its 
foundation by a crane and a crowd 
of laughing people looking at a 
cabin cruiser in the basement un 
derneath. The caption reads, “It’s 
like building a boat in the base 
ment.” Inside, the caption contin 
ues, “to plan for expansion without 
ample space!” The entire theme of 
the brochure is that the industrial 
plant pictured inside has “390,000 
square feet of floor space at an ex 
ceptional figure.” 

Another Binswanger mailing 
piece is a folder, made to look like 
a candid camera. Across the front 
is written in red script, “Candidly.” 
The folder opens to show two ex 
terior views, an interior, and floor 
plan of “one of the finest indus 
trial properties available today in 
Philadelphia.” 

One folder imitates the format 
of Time magazine. Over a picture 
of the property advertised are the 
words “Take TIME” and under 
neath, “. to investigate this ex 
cellent industrial building in cen 
ter-city Philadelphia.” 

One of the most attractive Bins 
wanger mailing pieces is an 
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814x11-inch brochure. The cover 
has a solid black background with 
a red arrow pointing to the words, 
“Einstein says magnetism is a 
followed by the formula for mag 
netism. Below this, printed in white 
letters on a red panel “but here’s 
the formula that attracts in Phila 
delphia ” Inside, again on a 
black background, is a front view 
of an attractively-lighted, modern 
store building. For the unusual, 
Binswanger has glued an actual 
magnet to the picture which at 
tracts an oval picture of a crowd 
of people by means of a piece of 
metal on the back. Printed down 
the side in handsome lettering is 
the statement. “Now available 
One of America’s most beautiful 
store in a 100% retail loca 
tion.” The brochure opens again 
to full size and gives interior views 
and pertinent facts about the prop 
erty 

\ stick of chewing gum is glued 
to the red cover of another folder 
next to the words. “STUCK with 
old-fashioned production facili 
»” The folder opens lengthwise 
to a green background and the 
statement. “Here's a life saver! 
And glued right below is an actual 
life saver. Open again and there's 
a drawing and description of an 
industrial plant 

A silhouette of a city skyline at 
night, lighted by a blue moon, pro 
vides cover illustration for another 
piece. The caption here is “Once 
in a blue moon” and the inside 
points out the opportunity for rent 
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ing a certain store building. A pic- 
ture of the store “pops up” when 
the brochure is laid flat with arrow 
pointing to a floor plan and list of 
tenants occupying the space. “Pop 
ups,” which give the prospect a 
scaled ey sa et view, are 
used by the Binswanger company 
on some larger properties. 

Pull out the “film” on another 
folder made in the form of a cam 
era and you have a photo of an 
available industrial plant. The cap 
tion carries the theme through 
with, “Here’s how to DEVELOP 
manufacturing efficiency in a 
hurry!” Still other folders picture 
such things as a traffic light with 
the words “STOP Mr. ————,” or 
an arrow pointing from the words 
“It will pay you to LOOK into 
this” to a keyhole, or a man play 
ing checkers over the caption, “It’s 
Your Move!” 

Every one of the Binswanger 
mailing pieces presents by word 
and picture pertinent facts about 
the property for sale . . . location. 
size, facilities, floor layout. taxes. 
transportation, labor availability. 
heating, transportation. Price of 
the property is usually not given 
Copy is short and to-the-point, yet 
done in an interesting fashion. 

Although Binswanger finds i 


rect mail his most effective adver- 
tising medium, newspapers and 
signs also are used. “We do not 
use radio at all,” Binswanger says, 
“because we feel that in dealing 
with commercial and industrial 
real estate the coverage is limited 
and better results are obtained by 
direct mail. However, we do use 
local and financial newspapers. 
This type of advertising is divided 
about half for company goodwill 
and half for calling attention to 
specific properties.” 

Binswanger himself has always 
been interested in promotion and, 
along with other members of his 
organization, usually originates 
the ideas to turn over to his adver 
tising agency for execution. 

As for the amount of money 
spent on advertising, Binswanger 
says. “I do not have any exact 
percentage of budget for advertis 
ing. The size, type, and amount of 
money we spend depends upon the 
value of the property we are try 
ing to sell or lease. Naturally, we 
spend more on a property that sells 
for several hundred thousand dol 
lars than we do on one of lesser 
value. However, on an average it 
runs somewhere between 5% and 
10% of the commission involved.” 

“The circulation of these mail 
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ing pieces is not done promiscuous- 
ly, but each property is well 
thought about as to possible users 
and then a carefully selected list 
is used in the mailing.” 

As for results from the use of 
brochures, Binswanger says, “We 
feel that they are extremely help- 
ful in marketing properties. We 
continually receive favorable re 
actions from concerns receiving 
them. When a representative of a 
company comes in to inspect a 
property and seems to be interest- 
ed but has to report back to his su- 
periors, he is very pleased when 
we are able to give him all the in 
formation in such a clear manner 
as set forth in our brochures. 

“I particularly recall one case 
some years ago when we were ne 
gotiating with a concern in Chi- 
cago for a lease on a Philadelphia 
property and there was a great 
deal of competition. During a 
Board meeting of the organization, 
we were able to give brochures to 
each one of the directors. After 
the meeting, which resulted in our 
making the lease. I was told by 
the president that he felt the bro 
chures swung the Board over to 
our side. 

“Brochures certainly are a con 
tributing factor to our business.” 


7 
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Binswanger’s newspaper advertising also puts emphasis on clean, attractive copy and illustration. Half of advertising in local and 
financial newspapers is for general goodwill building, and the remainder on specific properties. The company does not use radio. 
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How to Help Salesmen Increase Sales 


‘VEN the best of salesmen some- 

_4 times get bogged down and say 
they “can’t get started” because 
prospects either don’t have any 
money, or they want impossible 
bargains, or they want only new 
houses, or they don’t answer ads, 
or clients want all-cash equities, or 
the office has no special listings, 
or most real estate » ee are made 
direct. 

This impressive looking list of 
excuses for lack of business could 
cause a major catastrophe in a real 
estate office if all the conditions did 
prevail at one time. However, 
there’s an answer for each of these 
alibis and, if thought through 
carefully, the answers may prove 
to be the needed “push” a “hard 
luck” salesman needs to get back 
on his feet. 

The answer to the objection 
“prospects don’t have any money.” 
can be summed up in one word . . . 
nonsense. If a salesman’s card-file 
contains only prospects without 
money then that salesman is chas 
ing rainbows. The salesman should 
clean out the card-file and start 
over. If he'll hold extended “open 
house” on some good listings, he’!! 
soon find out that there are plenty 
of prospects with money. 

It’s only too true that there are 
“prospects who want impossible 
bargains.” Quite often this type 
runs true to form and is the big 
gest fool in the salesman’s card-file 
It is not unusual for this type to 
end up buying the highest-priced 
home on the list of a salesman 
who can’t hear too well when the 
prospect says “No.” 

No salesman can sell every cus 
tomer but the persistent salesman 
who has a legitimate prospect and 
sticks with him regardless of nega 
tive answers and who doesn’t let 
his prospect unsell him on his own 
merchandise won't have too much 
trouble making sales. Continually 
showing such a prospect compara 
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Do your salesmen sometimes complain that they are suffering from 


a bad case of the “‘no-sale slump” . . . that the market seems to be 


at a standstill and they can’t find the necessary momemtum to get 


going? It’s difficult for anyone to keep up “full steam” at all times 


so if a let-down should come the answers in this article to some of 


the more common complaints may help perk up your salesmen 


tive offerings. driving home the 
salient points of the listed home, 
finding a prospect’s weakness and 
then hammering away at it will 
usually result in a sale to this 
“bargain hunter.” 

It’s not too hard to believe that 
most prospects think they “want 
only new houses” but each sales 
man must keep in mind that what 
usually makes the eventual sale 
is a house that suits a prospect's 
needs . . . and that doesn’t neces 
sarily mean a new home. What a 
customer thinks he wants and 
what he finally buys are not al 
ways the same thing. 

If a salesman finds the basic de 
sires behind a prospect’s wish for 
a home, knows his own listings 
well enough to tell if he can fill 
the demand, then with determina 
tion and persistance he may not 
be surprised to find that the pros 
pect didn’t want a new home after 
all. 

The objection that “prospects 
don’t answer ads” is, or should be. 
a tongue-in-cheek alibi. If an ad 
doesn't pull, one of two possible 
things is wrong. Either the listing 
is so poor that it isn’t worth an ad 
or the listing is a good one but the 
salesman can’t write an effective 
ad. In either case the salesman is 
wasting his time and company 
money. Non-pulling ads hind be 
checked and re-checked to find 
what's at fault. Comparison with 
result-getting ads should be made 

. time, effort, and imagination 
should be put to work to improve 
an ad that appears to be a dud. 
There’s no lack of readership of 
real estate advertising and well 
written ads about property worth 
advertising will draw reader-re 
sponse 

If a salesman only has “clients 
wanting all-cash equities” he needs 
to be taken in hand and shown 
some of the facts of business life 
It’s a gullible salesman who al 
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ways believes a client means it 
when he says all cash or nothing 
Selling real estate at prices at 
which it will sell is more than mere 
order taking. It is a job for a ma 
ture salesman who can think, is 
alert to the possible ways to swing 
a deal, who oes a sharp pencil, and 
knows how to use it for the benefit 
of his triangle — client, customer, 
and office. Salesmen must be taught 
that it sometimes takes an infinite 
amount of work to bring some cli 
ents down out of the clouds to a 
level where a sale can be made. 
The reply to “the office has no 
special listings” should be forceful 
and to the point that maybe the 
salesman doesn’t know his proper 
ty well enough to recognize that it 
is a “special” listing. Sales are 
made every day in the week. They 
all can’t be “outstanding.”’ Some of 
them were made because a sales 
man kept constantly on the client's 
trail until the price or terms were 
brought down to the market or the 
prospect brought up to the price 
It is not true that “most real es 
tate deals are made direct.” Some 
are made this way but a larger 
proportion are made through 
agents and a salesman that is on 
his toes will get his share of sales. 
For the most part owners do not 
know how to find prospects, they 
ask a price for their house that is 
too high. and often deals made di 
rect result in one party or the other 
getting a bad bargain. Here again 
it takes persistence and a thorough 
know at of your business to 
overcome buyers’ and sellers’ re 
luctance to let you handle their 
transaction 
The real estate salesman that 
has the necessary spark of energy 
within himself to keep his mind on 
the alert for the elusive prospect 
and the vulnerable client, and who 
has the faculty of persistent per 
suasion can find plenty of oppor 
tunities to make sales 
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Why You Are Entitled to a Commission 


Have you experienced trouble getting clients to appreciate the 


many things you do to earn your commission helping them buy or 
sell property? Although they may understand the reasons for en- 


gaging specialists such as doctors and lawyers, do they see why 


your specialized training is invaluable to them? Our author, a lead- 


ing eastern realtor, presents an analysis of why a commission is 


earned and it may give answers to objections you have met 


T is an unfortunate fact that 

many sellers and buyers of real 
estate are not informed of the wis 
dom and value of employing the 
services of a competent real estate 
specialist to give them guidance in 
completing such an important step 
as the purchase or sale of a piece 
of property. 

The reluctance of many home 
buyers and sellers to engage the 
help of experienced real estate men 
should present to us a worthwhile 
challenge. It is our job to see to it 
that the public is told the facts 
clearly, forcefully, and continu 
ally. 

To thoroughly understand our 
own position and adequately prove 
the value of our services, one of 
the first questions that needs to be 
answered is: Why should the sell 
er of property retain our services 
and agree to pay us a selling com 
mission ? 

Real estate is always a commod 
ity of considerable worth. Its value 
fluctuates constantly, depending 
on those two all-important yard 
sticks, the purchasing power of the 
dollar, and the law of supply and 
demand; and these two are closely 
related. The average layman is 
busy in his own field of endeavor 
and cannot possibly know. with 
any degree of real assurance, what 
his property is worth on the mat 
ket at any given time 

You and I are trained observers. 
We are constantly recording, 
studying. and, in our every-day 
business, we are helping to make 
market statistics. Hence we are 
equipped by our specialized know 
ledge to advise our clients, with 
reasonable accuracy, as to the fair 
market price of any given property 
on a specific date. Since the valua 
tion of our commodity is normally 


* Mr. Connolly’s remarks were originally 
presented at the Asbury Park Sales Clinic 
conducted by the New Jersey Association 


of Real Estate Boards 
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large, it behooves an owner to be 
well advised by a competent Real 
tor when he is ready to sell. In ad- 
dition to furnishing capable au- 
thoritative pricing data, the Real- 
tor then sets about producing the 
result he has estimated a satisfac 
tory sale. 

In developing a sale for our cli- 
ents, you and I must, of necessity, 
provide the following selling aids; 

1) An unquestioned reputation 
for honesty, ability and courtesy, 
2) A suitable office from which 
to serve our customers and to dis 
play our wares, (3) An intelligent 
advertising program, (4) A well 
trained sales force. 

Now that we have indicated the 
benefits to our client, the seller. 
how can we possibly justify a need 
for our existence to our customer, 
the buyer, who can certainly buy 
a property without our services? 
Of course, by the same token, we 
could doctor ourselves, repair our 
own car, or represent ourselves in 
court, but being reasonably intelli 
gent people, we recognize our 
shortcomings and we hire a train- 
ed specialist. The task at hand is 
then performed more swiftly and 
more competently, thus saving us 
money and valuable time. 

The same principles apply to 
the prospective purchaser of real 
estate. Buying a piece of real es 
tate is quite frequently the largest 
single transaction entered into by 
the average individual during his 
entire lifetime. Can he use honest. 
capable advice? Most certainly he 
can. 

Does he know what constitutes 
a fair and reasonable price for a 
property? On what array of facts 
does he base his estimate? Does he 
know whether he is actually talk- 
ing with the title owner? Does he 
know the zoning, the character of 
the neighborhood, the school zone, 
what transportation lines serve the 
community and the section? What 
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does he know of the strong and 
weak points in the construction and 
layout of the building? Is he famil- 
iar with taxing policies, pending 
assessments and financing? Does 
he actually know how he will fi- 
nance this particular purchase? 

If a purchaser or a seller exer- 
cises the same care in selecting the 
Realtor to serve him that he exer- 
cises in selecting his doctor, or law- 
yer, the real estate commission in 
volved will be saved many times 
over, through honest, efficient serv- 
ice. 

Now, just a word about the pay- 
ment of that earned commission. 
When is it earned? When should 
it be paid? 

A brokerage commission is usu- 
ally earned upon consummation of 
the sale, which courts have held is 
when the broker has procured a 
buyer who is ready, willing, and 
able to buy on the seller’s terms, 
and a written agreement has been 
signed by both parties to the trans- 
action. At this point, if the broker 
has procured an adequate deposit. 
such as 10% of the purchase price, 
and provided further that there are 
no financing contingencies in the 
contract, it is my firm conviction 
that the broker should ask for and 
receive payment for services ren 
dered. His job is complete. In the 
event there is an adequate deposit. 
but a mortgage condition must be 
satisfied, it is then my feeling that 
the commission should be collected 
upon satisfaction of the mortgage 
condition, in the form of a written 
mortgage commitment. 

These statements about collec- 
tion of commission are very basic 
to us and yet I restate them be- 
case I know the widespread ignor- 
ance on the part of both salespeo- 
ple and brokers as to their legal 
rights. In many instances, despite 
existing listing contracts, which 
provide for commission payment 

(Please turn to page 44) 
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Audubon Park e © e Community Living with Rural Charm 








Multi-million dollar suburban St. Lovis apartment project provides maximum in comfort, convenience 


UILT at a cost of $124% million, the 225 building, 108-acre Audubon Park 

apartment project in the Brentwood section of St. Louis, is said to be the 
second largest apartment development in the midwest. Helping greatly to re 
lieve the housing shortage in that area, the “apartment city” provides housing 
for 1,392 families. 

All of the colonial-type, two-story buildings are offset in plan with floor levels 
varying to conform to the rolling wooded terrain of the development. Two 
hundred and nineteen of the buildings are brick and frame containing between 
four and 12 apartments. 

There are 712 one-bedroom, 508 two-bedroom, and 72 three-bedroom apart 
ments in Audubon Park. All second-floor quarters have individual front and 
rear stairways and every apartment is equipped with all plumbing, a Coleman 
Blendaire gas-fired. hot-air furnace with individual Minneapolis-Honeywell 
thermostat controls, Mengel Corporation wood cabinets, and Mengel Brothers 
steel casement windows. Arrangements can be made for rental of an 8-cubic 
foot General Electric refrigerator and a Magic Chef gas stove from the operators 
of the project. 

The apartments were designed to provide the maximum of thorough light and 
ventilation and square footage averages 675 in the one-bedroom, 880 in the two 
bedroom, and 1.060 in the three-bedroom apartments. 

Available only to residents of Audubon Park are four laundry buildings jo 
cated throughout the area, completely equipped with launderettes, extractors, 
and dryers. 

Included in Audubon Park is a modern nursery building to be staffed by a 
nursery school specialist to care for the children. It is a non-profit operation. 
subsidized by Audubon Park Apartments for the use and benefit of resident 
families. 

Further adding to the pleasure of family living are fenced playgrounds. 
equipped with the latest and safest outdoor equipment, tennis courts, badminton 
courts, and barbecue pits. More than 50 acres of the immense development are 
open lawn. 

The builder, Shelby Construction Company of St. Louis, built two and one 
half miles of winding concrete streets, 15 miles of sidewalks, a buffer strip 
around the site perimeter, and provided off-street parking for every family 

A subsidiary of the builder, Audubon Park Realty Company of St. Louis, are 
managing the development. 
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How to Make Novelty Advertising Pay 


Attention-getting promotion that may not produce direct results 


but that may help publicize your company’s services is “novelty” 


By ROWLAND R. HARDEN, JR. * 
Camden, New Jersey 


advertising. Using novelties, however, can be a waste of money if 


not handled properly. Our author tells of “gimmicks” his firm uses 


and offers advice to others who plan to use this form of advertising 


w= WE discuss real estate advertising, we 1m- 
mediately picture the most expensive item that 
we have to contend with in our budget. This makes 
it necessary to find out what forms of advertising 
will best accomplish the desired results. In addition 
to the more direct type of advertising such as classi- 
fied and display newspaper advertising, postal cards, 
and pictures. there is indirect or office advertising 
which I call novelty advertising. 

This is a form of advertising used to advertise your 
office and personnel but that does not show ’ as 
directly producing results. It applies to matches, rlot- 
ters. calendars, and other forms of novelties which 
might be distributed at random or given out as sou 
venirs for card parties and other gatherings. 

We have found that novelties do pay off but you 
must watch for certain pitfalls or you can go broke. 
Let me give you a first warning . . . don’t buy any 
thing just because it’s cheap. If it isn’t good. useful, or 
ornamental it won't last long. 

Understand, if you are going to give something to 
youngsters as a “throw-away,” it can be inexpensive 
but it must work. If it doesn’t you will take an awful 
razzing 

One of the most successful items we have used is 
a bakelite thermometer with a calendar pad at the 
bottom. There is a warning I want to give you about 
an article of this kind. To make sure you get the best 
spot in the room in which you want to place it, take 
it to the client or prospect personally. See that it is 
properly assembled. locate the best spot on the wall 
for it to hang. and then ask the prospect if he doesn’t 
think it looks nice there. If he says yes. immediately 
put it up for him so you can be sure that the article 
will get the attention it deserves and do you some 
good 

At the end of the year when you have a refill for 
the calendar, don't send the client or prospect a letter 
telling him you have it and if he wants it he can 
come and get it, take the refill to his office and you 
will be assured of your advertising for another year 

We once decided that we would give some desk 
sets consisting of a pad holder, ash tray. and letter 
opener. We had dies made so our emblem could be 
placed on each to make a complete set. Rather than 
give the whole set at once. we found that it was much 
nicer to call on an individual three different times in 
the vear and present one item at a time. You would 
be amazed how this works out. Everybody looks for 
something for Christmas and they are certainly sur 
prised when you give them a present at some other 
time in the vear 

We have found that for the Fourth of July and 
such holidays, if you give handouts to youngsters or 
* This article was first presented at the New Jersey Associa 


tion of Real Estate Boards’ sales clinic held recently in Asbury 


Park, New Jersey 


give them some kind of noise-maker, it doesn’t make 
any difference if the whistle you buy costs five cents 
or thirty-five cents. The toy will last just about as 
long because the average youngster will have it worn 
out, stepped on, or lost within a week. And I assure 
you that if you give them noise-makers you will get 
a lot of publicity. 

If you ever decide to give something to children 
who come to your office with their parents, and who 
needle you to death and won't give the parents a 
chance to listen to you, it’s a good idea to offer them 
something if they are a good boy or girl. But remem 
ber to tell them that they will get it when they leave 
Don’t under any consideration give it to them, show 
it to them. or tell them where it is before they are 
ready to leave. If you do, mother’s little darling will 
drive you crazy until he or she gets it. 

Another plan we've used is to give colored hats to 
the various high schools with the school’s name on 
the front and our advertisement on the back. It turn 
ed out that the children first turned up the back of 
the hat, covering up our firm name, and then finally 
turned the hats wrong side out so that the only thing 
showing was the colors. 

Here's my suggestion if you want to use this type 
of advertising. Put your name at the very top of the 
hat so that no matter how they turn it they cannot 
cover your name. Then have the hats printed on both 
inside and outside . . . this way you'll outsmart the 
kids. 

In giving out novelties, we have found ourselves in 
a peculiar spot by having an exaggerated demand 
for card parties. banquets, and what-have-you. 
Everybody wanted souvenirs . . . at every card party 
we found that a 1000 people were expected; every 
banquet was going to have 500 people present; every 
Mother’s and Daughter’s Night was to have at least 
250 people present. This made it necessary for us to 
ask them for the return of the articles that weren't 
used 

So we send a letter with the articles that we give 
out, saying that we are glad to make the affair a suc 
cess, but so that other affairs may also be successful. 
we would appreciate the return of the items not used. 
This idea has worked out fairly well, although we 
still know that there are a lot of people who will take 
anything they can get for nothing. whether they can 
use it or not. 

There may be a question in some persons’ minds 
as to how much money should be spent per year for 
novelty advertising, or how much we spend. I have 
often been asked how much money we put in ihe 
budget for novelty advertising. I wish to state that 
we don’t work on a budget but rather follow a policy 
that if there is enough cash in the bank and we feel 
the article is worthwhile, we buy it. If there is no 
money in the bank, we don’t buy anything. 
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By BERT V. TORNBORGH, CPA 


HOTEL WAS OPERATED by 
a member of a partnership, for the 
wham He got meals and 
odging as part of his job. The tax 
court valed the partnership could 
deduct the value of the meals and 
lodging, but taxpayer did not have 
to report it as part of his taxable 
income. 


TAXPAYER GAVE LAWYER 


ACCOUNTANT all pertinent in 
formation regarding its business, 
and was later charged with failure 
to file an excess profits tax return. 
In defense taxpayer pleaded that 
he relied on the advice of the law- 


yer-accountant. The tax court ac 
cepted that as a reasonable excuse 
for not filing the return in ques 
tion, and ruled that the delin- 
quency penalty was not applicable. 

A GROUP OF DUPLEX HOUS- 
ING UNITS had originally been 
constructed by taxpayer for rental 
to defense workers. They were lat 
er sold to veterans. The sale, says 
appellate court, resulted in capital 
gains, reversing the lower court 
which had earlier ruled that ordi 
nary income arose from the trans 
action. 

SUBDIVIDED UNIMPROVED 
REALTY was received by taxpay 
er on dissolution of a real estate 
development company, and _ tax- 
payer subsequently made some 
sales. These, ruled the tax court, 
gave rise to capital gain (not ordi 
nary income), ng se fact that the 
following year taxpayer trans- 
ferred part of the realty in ques 
tion to a new real estate develop 
ment corporation. 

TOBACCO WAREHOUSE 
needed an additional layer of felt 
REAL 


NATIONAL ESTATE 


AND BuiLpiInGc JouRNAL 


put up under the roof. This was 
not expected to last very long, and 
court found the useful life to be 
only one year. On that basis the 
cost did not have to be capitalized 
and depreciated, said the court, 
but ould be treated as deductible 
expense in the year it was paid 

DEPRECIATION was question 
before the tax court in recent case 
where taxpayer had acquired some 
frame bellies. The buildings, at 
the time, were approximately 20 
years old and not in too good con 
dition. Based on these facts the 
court allowed depreciation deduc 
tion of 10% annually, on a com 
posite basis, based on a probable 
remaining useful life of 10 years 
for the group. 

MORTGAGE AND LOAN 
BUSINESS was the principal busi 
ness of a taxpayer Ww s bought par 
cels of real estate for investment 
or rental purposes, but not “in the 
ordinary course of trade or busi 
ness,”” and gain on later sales was 
capital gain, held the tax court, 
and not ordinary income. 

AUDIT REPORTS of certified 
public accountants are not always 
understood by the general public 
for what they really are. There is 
a common tendency to confuse the 
fact that it is the accountant who 
is certified, and not the figures in 
the report. 

Based on examinations (“au 
dits”) conducted along the lines of 
certain generally accepted proce- 
dures the CPA ascertains a miscel- 
laney of facts about a business, to 
which he then applies judgment, 
out of his professional training and 
experience, resulting in an opinion 
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which may or may not be quali 
fied or he may state his reasons 
for declining to give an opinion. 
There are approximations and es 
timates in the best of financial 
statements and any real estate 
man will appreciate that deprecia 
tion allowances, for instance, may 
not necessarily be “accurate” in a 
fine engineering but are 
reasonably stated so long as in ac 
cord with certain accepted rules 
and accepted practices 

A “CPA statement,” then, mer 
its acceptance as a presentation of 
figures that is in accord with cer 
tain sound rules and consistent 
practices and it should not be look 
ed at as a sorcerer’s affidavit of the 
actual weight of a business down 
to the last fine ounce 

APPRAISERS’ TESTIMONY 
as to how much a building was 
worth 40 years ago was not suffi 
ciently weighty, in the opinion of 
a district court, to upset the Treas 
ury’s determination of value 

NO BOOKS OF ACCOUNT 
were kept by taxpayer who com 
puted his taxable income on the 
accrual basis. In the absence of 
books, ruled the tax court, he was 
not entitled to use such a basis 

WHEN BANKS ACQUIRE 
REALTY in satisfaction of unpaid 
loans, such realty, says special 
Treasury ruling, is not a capital 
asset in the hands of the bank but 
is used in connection with its trade 
or business. If sold, after having 
been held for a period of more 
than six months the provisions of 
Code Section 117 (j) will apply, a 
net gain being regarded as a long 
term capital gain. 
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Does the wording in your exclusives leave no doubt as to when a 
property is ‘“‘sold?’’ Does an option to buy carry over to an exten- 
sion? Do you know the legal snarls that can arise from use of dual 
options to purchase in a lease? Here are cases on these points 


By GEORGE F. ANDERSON 


‘eae is one form of an exclu 


sive that provides: “In the 

event said property is sold or title 
conveyed while this agreement is 
in force by you or the undersigned 
or anyone else I hereby agree 
to pay you the commission as 
established by the rules of the Chi- 
cago Real Estate Board on such 
sale price.” 

When is a property “sold?” 

Supposing the broker procures a 
contract but the buyer is unable or 
refuses to go through with the deal, 
can the property be said to have 
been “sold?™ The general rule is 
that when a broker procures a con 
tract, he is entitled to his commis 
sion whether the deal goes through 
or not, unless this is changed by 
some provision in the listing. Does 
the word “sold” change the gener 
al rule? 

There are cases that hold that a 
property is “sold”? when the con- 
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tract is signed. Since the listing is 
drafted by the broker, it must be 
construed most strongly against 
him, and it would not take a great 
stretch of imagination for a court 
to say that “sold” as used in this 
exclusive refers to the closing of 
the deal. I doubt it, but it’s pos 
sible. 


LEASE gave the tenant an op 
L\ tion to buy the premises. When 
the lease expired the landlord gave 
the tenant an extension for an 
other year. At the end of the year 
the tenant notified the landlord 
that he wished to exercise his op 
tion to buy the premises. Values 
having increased, the landlord did 
not wish to sell the property at the 
price stated in the option. He told 
the tenant that he had no option; 
that the option was in the original 
lease, ps did not carry over to 
the extension. In this the landlord 
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was wrong. An option does carry 
over to an extension. It’s some 
thing that a landlord ought to 
think about when he gives an op 
tion. 


LEASE gave the tenant an op 
l tion to buy the premises for 
$10,000, and it also gave him a first 
refusal. I suppose the idea is that 
the specified price is a high one and 
if the landlord proposes to sell for 
less he should give the tenant a 
chance. 

After a few years the landlord 
got an offer of $17,500. He notified 
the tenant giving him a first re 
fusal at $17,500. The tenant re 
plied by exercising his option of 
$10,000, and this was the begin 
ning of a long and expensive law 
suit, before the termination of 
which both the landlord and the 
tenant were in their respective 
graves 

There are many cases on dual 
options to purchase, and the sub 
ject is analyzed, and the leading 
cases collected in Eight American 
Law Reports Annatated 2nd Series 
604. How innocently and thought 
lessly a lawyer slips a dual option 
into a lease, and what a fruitful 
complexity for litigation it is. 

It can be done and expressed in 
language that will avoid trouble 
and any lawyer can do it after 
reading the above citation 


4)MIL Smaltz. the tenant of a 

_4 store, assigned his lease, and 
the landlord didn’t care. While the 
assignee didn’t look like a man who 
knew how to run a business, didn’t 
E. S. continue liable on the lease? 
Anybody would know that, and 
there’s no sense in running to a 
lawyer about every little thing, 
anymore than there is in running 
to a doctor every time you have a 
little pain. The landlord sized up 
the assignee correctly, and it was 
n’t six months before he in turn as 
signed the lease, and his assignee 
was even more of a misfit than he 
was. So the landlord turned to 
Emil Smaltz, but he learned much 
to his surprise that Emil was not 
liable. The lease recited that the 
landlord leased the store to the 
tenant at a rental of $150 a month, 
but there was no express agree 
ment on the part of the tenant to 
pay, and in such a situation, when 
the tenant assigns with the consent 
of the landlord, and accepting rent 
from the assignee is such a con- 
sent, the tenant is discharged from 
any further liability. Burby on 
Real Property, sec. 132. 
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Here's an idea for “indoor-outdoor” 
living a two-section sliding wall 
One section glass, the other screen 
Moving glass section aside, exposes 
screen-enclosed patio. Rolling screen 
panel aside, completely opens interior 
to the out-of-doors 




















Built to 


Serve 


A possible answer to the need for 
more counter space and step-saving 
kitchen facilities is this “kitchen-on 
wheels.” The mobile counter has stor 
age shelves and a fold-back front that 
can be used for meal preparation and 
service. When not in use, counter can 
be pushed back against wall to make 
room appear more spacious. 


Extra desk space and guest accommo 
dations can be added in short order 
with built-in ideas shown in this 


study. Drop-leaf section of cabinet + 





raises to convement writing height 
When closed, desk top hides large 
storage space. Sofa quic kly opens into 
comfortable bed. Linens are concealed , ood ae 
in area under book shelves 





-_ 


® 
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Sales Contracts 


(Continued from page 30) 


full commission. He failed to spe- 
cify how the loan was to be pay- 
able, the interest rate, and the 
property to be given as security. 

It is a safe rule that whenever a 
note, bond, or mortgage is involved 
in a contract, it should be describ- 
ed in full. That is, the amount. 
how payable, interest rate and 
basis of computation, term of loan, 
pre-payment privilege, property 
given as security, and name of 
payee or mortgagee. Many a con 
tract has been declared void in 
courts throughout the country for 
failure to describe adequately a 
purchase money mortgage or an 
indebtedness assumed by pur 
chaser. 

The preparation of a good sales 
contract is as much a matter of 
diligence as a matter of skill. When 
the salesman receives a listing, he 
should immediately obtain a cor 
rect legal description of the prop- 
erty, exact name of title holder 
with full details of existing loans, 
all available facts concerning rents, 
taxes, insurance, and other perti- 
nent data. 

With this information the 
draftsman should prepare a con- 


tract that sets forth the complete 
agreement, capable of only one in- 
terpretation. As an added precau- 
tion, he should ascertain that it 
means the same to both parties. 
There should be no oral “side” 
agreements. All alterations should 
be avoided, if possible, but if they 
become necessary, all parties 
should initial them. All executed 
copies of the contract must be 
identical. If the document involves 
other than routine provisions, the 
parties should be urged to consult 
their attorneys. 


Commissions 


(Continued from page 38) 


upon execution of contracts, some 
well-meaning lawyer simply 
states, “You'll wait till title closing 
for your commission, or else no 
deal.” In all too many instances, 
the lawyer gets his way. 

There is absolutely no justifica 
tion for this willy-nilly acceptance 
by Realtors of an unfair ultima- 
tum so given. The lawyer who 
takes it upon himself to advise his 
client to disavow a previously sign- 
ed listing contract, has in my opin- 
ion, laid himself open to severe cri- 
ticism by the ethics committee of 





* Subdivision Planning 
* Erection Supervision 


A few I i 


SERVICING THE SOUTHEAST THROUGH FRANCHISED DEALERS 


KNOX HOMES 


Factory-Built — Delivered by Knox Trailers 


A Best-Seller — The Knox “Calhoun” 
Services to Dealers: 


* Financial Assistance 
* Scheduled Construction 








open to resp ibl 


dealers 








his own bar association. Also in 
such instances, where a contrary 
commission agreement exists, if 
the broker is not made a party to 
the contract, and does not sign a 
subsequent commission agreement, 
the commission is still earned when 
the contract is signed, not with 
standing any commission clause to 
the contrary. Know and under- 
stand your rights, then stick to 
your guns and collect your pay 
when it is due. 

Intestinal fortitude in this mat- 
ter must be general, if we ever ex- 
pect to earn the general acceptance 
of the custom of paying commis 
sions when they are due, under 
the law, namely, upon the signing 
of the contract, not upon the pass 
ing of title. 


VA Applications Slump 


Although applications for direct 
loans are pouring into VA, the 
overall total of applications for GI 
loans is far down from last year. 
A glance at the table below shows 
the contra - seasonal downward 
trend of May applications to April. 
1950 

42.000 
41,200 
43.900 
48,000 
50.400 


January 
February 
March 
April 
Mav 


39.100 
32.400 
33.500 


January 

February 

March 

April 36.500 

May eee 

Congress has made the original 
fund of $150 million for direct GI 
loans into a revolving fund. It is 
estimated that this fund will be 
available to five million veterans 
who live in areas in which they 
currently cannot obtain GI financ 
ing. 


It’s Easy to Subscribe! 


{f you are reading someone else’s copy of 
the Journal and you want this parade 
of profitable ideas coming to you every 
month, fill out this coupon and send with 
your remittance to: National Real Estate 
and Building Journal, Cedar Rapids, Iowa 
Cost of a two-year subscription is only $7 


Name 
Address 
City & State 


Business Classification 
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“Glowing” Glass 


A new method of producing light by using thin 
flat sheets of glowing glass instead of bulbs or tubes 
was demonstrated recently by Sylvania Electric Pro 
ducts Inc., New York. 

The new type lamp consists of a special sheet of 
conductive glass, on which is placed a “phosphor-di 
electric” coating, and a layer of vaporized aluminum. 
These two coatings add less than a hundredth of an 
inch to the glass itself. 

Wires are connected to the edges of the sheet to 
pick up current directly from 110-volt, 60-cycle house 
current. To step up the brightness, a small trans- 
former can be introduced in the circuit to bring the 
voltage up to 400-500 volts. 

Sheets of the glowing material can be made in 
almost any size to provide luminous ceilings, walls, 
tables, clock faces, stair risers, switch-plates, and 
signs. 


Water Heater Controls 


Two new Minneapolis-Honeywell controls have 
recently been announced. One, a water heater con 
trol, “Q5111A.” provides a combined thermostat and 
gas control valve that will convert a side arm heater 
and water tank into an automatic domestic hot water 
system. It can be installed as conversion equipment 
on existing manually operated side arm water heat 
ers, or can be sold along with new heater installations. 

The other control, “V5119,” is being marketed as 
original control equipment for automatic water heat 
ers. The unit consists of a snap-action thermostat, a 
pilot-light adjustment, and a thermomagnetic pilot 
with a safe-lighting feature. 


Plexiglas Bath Enclosure 


A new type of bath enclosure made of Plexiglas 
has been introduced by the Fiat Metal Manufactur 
ing Company, Franklin Park, Illinois, that can be in- 
stalled on any regular five-foot recessed tub. The 
enclosure, called the “Cascade,” is made in pink, 
gold, and clear crystal. 

The Plexiglas material will withstand heat, resist 
water, and has more than sufficient strength to with- 
stand normal home bathroom requirements. 


Twin-Bowl Cabinet Sink 


Youngstown Kitchens, Warren, Ohio, now has a 
special 48-inch cabinet sink model, finished in “hi- 
bake” enamel, featuring twin bowls and a hide-away 
cutlery shelf. The sink measures 48x36x24 inches. 
The two bowls, each seven inches deep, are part of a 
one-piece porcelain on steel top, with a four-inch 
backsplash and an impressed soap dish. 

The hide-away ps. we shelf has three compart 
ments and is attached to the right-hand door so the 
shelf is in a convenient position for use when the 
door is opened. 


Wood Combination Window 


An all-season double-hung constructed wood com 
bination storm-screen window, called “Guardian,” is 
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DEALER FRANCHISES 
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challenge ALL Comparison 


you've never seen homes like 
these in the LOW COST field 


Complete Line of Factory Engineered 
Homes with 2 and 3 Bedrooms available in 
Ranch Style, 1 story and I'/2 story models. 


UNIT homes are field erected in half the 

time...less labor...without the un- 

certainties of conventional construction. 
Contractors, Realtor-Builders, Proj 


Write Direct For 
Further Information! 


UNIT STRUCTURES, INC. 


ect Developers 














Long 


or Term 


CASH - = 


for hotel properties 


IN ANY CITY 


COAST TO COAST 


CANADA OR MEXICO 
ow 


Our representative will be glad to call and work 
with you. 
For satisfactory arrangements, utmost dependability 
and outstanding security WRITE or CALL COLLECT. 
H. J. Datpin, 
REAL ESTATE DEPARTMENT, 
3500 BOOK TOWER BUILDING, 
DETROIT 26, MICHIGAN. 
"PHONE WOodward 2-5400 


ow 
WE ARE NOT BROKERS 
| WE ARE woree OPERATORS 
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being manufactured by the Alumatic Corporation of 
America, Milwaukee. The Guardian window has a 
special sill expander, which can be cut to conform to 
any height subsill and can be trimmed to fit any un 
even or sloped sill condition. A bead for caulking is 
cut into the back of the frame, assuring a perfect 
weather-tight seal at all times. 

As a protective, burglar-proof feature, the window 
can be operated from the inside only. A special drip 
cap at the top of the unit prevents water from run 
ning down on screen and frame. 


Chisel-Tooth Saw Blade 


Skilsaw, Inc., Chicago Manufacturer of portable 
power tools, has designed a “Chisel-Tooth” saw blade 
especially for portable hand saw speeds and operating 
conditions. 

The greater hook angle of this new blade produces 
chips rather than fine sawdust and having fewer 
teeth than a standard type blade helps to vn Me the 
load on the saw as well as minimize vibration and 
side flutter. 


Material Handling Conveyor 


Specifically designed for construction field appli 
cation, the new heavy-duty material handling con 
veyor, model 638, manufactured by the Fairfield 
Engineering Company of Marion, Ohio, has new sim 
plified drive and controls 

The heavy-duty machine has improved maneuver 
ability of individual wheel steering, hydraulically 
operated boom hoist, and self equalizing castors for 
balance in yard operations. 


REFABRICATION with - 


Now more than ever 


POLLMAN HOMES 
by THYER offer 


GOOD BUSINESS INVESTMENT! 


Designed for good living, durability and low building cost this 
is a preferred investment for thrifty buyers. 

Desirable territories are available in some areas for men 
of qualified integrity and sound business 
ability. Your inquiry is invited. 

WRITE OR WIRE FOR 
DEALERSHIP BROCHURE! 
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Where to Read About. . . 


“The Easy Way Up or Down,” an eight-page pocket-size 
two-color folder to help building management familiarize ten 
ants with advantages of modern elevator service . discusses 
ways tenant will benefit upon completion of new equipment 
installation points covered include shorter waits and quicker 
trips, increased comfort, less congestion, improved appearance 
. . . Copies available without charge from Otis Elevator Com 
pany, 260 1ith Avenue, New York 1 


“Terrazzo and Mosaic.” 136-page, loose-leaf catalogue tells 
story of Portland Cement Terrazzo from technical specifica 
tions for its installation to illustrations of color combinations 
and patterns which can be achieved includes data for 
grounded grill, non-slip. radiant heating, and outdoor installa 
tions copies available at $10 each from National Terrazzo 
& Mosaic Association, Kass Building, Washington 5, D.¢ 


“Guide to Quick Heating,” 12-page catalogue of electrical 
“Heetaire” space heaters of Markel Electric Products, Inc., 
and LaSalle Products, Inc., of Buffalo contains informa 
tion and data necessary to laying out and planning any job 
lists five variables to consider when selecting electrical space 
heater, distinguishes between “black” heat and radiant, infra 
red heat when determining heating needs, has cross-sectional 
illustrations and air-flow diagrams of principles of operation 

copies available from Heetaire dealers 


“Comfort That Pays for Itself,” 24-page brochure with latest 
information and recommendations on home insulation 
explains how a house leaks heat, discusses insulation as a fire 
protective measure, includes pointers on efficient operation of 
both summer air conditioning units and winter heating equip 
ment, answers questions about installation methods 
available without charge from Johns-Manville, 22 
Street, New York 16 


copies 


East 40th 


“A. B, C’s of Ventilating Fans,” illustrated manual for 
builders with factual descriptive data pointing out why ventila 
tion Is important in all rooms of a house 
cations, and installation data for “NuTone” 
are presented in trade language copies 
NuTone, Inc., Cincinnati 27 


features, specifi 
ventilating fans 


available from 


“Facts About Office Figures” and “New Tempo in Figurs 
Production With the Printing Calculator,” are two Remington 
Rand, Inc., bulletins describing its printing calculators that 
multiply directly, divide automatically, add and subtract, and 
print the proof on the tape other points covered include 
computing interest, payrolls, chain discount, inventory, mark 
up, percentage of increase or decrease copies will be sent 
on request by writing the company at 315 Fourth Avenue 


New York 10 


“Solving Roof Problems,” 32-page brochure discusses roof 
maintenance, how various types of roofs are built. what fac 
tors contribute to their deterioration, how roof troubles can be 
diagnosed and treated other subjects covered include laying 
the built-up roof, repair of copings and parapets, area treatment 
of roofs . . . copies available from The Tremco Manufacturing 
Company, 8701 Kinsman Road, Cleveland, or its dealers 


“How To Prepare Your Plant For Atomic Attack,” 31-page 
booklet specifically written for industrial management on in 
dustrial plant security in the atomic age discusses factual 
information about the atom bomb, its destructive potential, 
limitations . . . relates guides to plant management in organiz 
ing personnel to cope with possible plant disasters other 
subjects covered include medical and first aid, fire fighting 
police, salvage and repair phases of plant defense organization 

copies available from Walter Kidde & Company, Inc 


Dept. A, 675 Main Street, Belleville 9, New Jersey 


“People Are More Important Than Anybody,” 15-page office 
booklet discusses selection of office furniture and planning office 
layout, colors, lighting and other environmental features anc 
the bearing they have on employees’ attitudes, turnover, pro 
ductivity, absenteeism . Wood 
Office Furniture Institute, Wash 
ington 1, D.C. 


available from 


Street, N.W., 


S| opies are 
730 Eleventh 
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Slogans Can Help Boost Sales 


By ERNEST W. FAIR 


SLOGAN of well-chosen words prominently dis 
LX played can be an effective aid in building busi 
ness and selling real estate. Good slogans are “catchy” 

. they have a way of sticking in people’s minds. 
When the time comes that home owners and buyers 
need a realtor’s service, chances are they'll contact 
that realtor whose advertising message they remem 
ber best. 

Here are some slogans of real estate organizations 
that have helped keep their names and services be 
fore the public: 

“If it can be sold, Brown will sell it.” 
Brown, Louisville. 

“Doty first for homes all over town.” Doty, Louis 
ville. 

“Large or small, we sell them all.” McCoy, Louis 
ville. 

“Experienced, courteous, confidential.” Alberg and 
Fricks, Seattle 

“Love nests to castles.” Ewing and Clark, Seattle 

“List today, sold Perkins-Paulson, 
Seattle. 

“If you live on this earth, own a slice of it.” Cutler, 
Hartford, Connecticut. 

“The best in real estate brokerage service.” Wright, 
Lubbock, Texas. 

“A firm that makes and keeps friends.” Carter, 
Columbus, Georgia. 

“Firm of action and results.” Groberg, Idaho Falls, 
Idaho. 

“If it profits you, consult Allen.” 
Moines. 

“The real estate market place.” Chamberlain-Kirk, 
Des Moines. 
“Service 

Moines. 

“List with us for sincere service.” 
Moines. 

“A good job for a generation, a better one in the 
future.” Bond, Oklahoma City. 

“Sell it. Don’t peddle it.” Crandall, Oklahoma City. 

“Watch us grow with Waco.” Chateau, Waco. 
Texas. 

“Thousands of satisfied clients.” Dwyer, Milwau 
hee 

“We sell the earth and insure what's on it.” Engel. 
Milwaukee. 

“My personal service on every deal.’’ Weber, Mil 
waukee. 

“Real service in real estate.” Harman, Omaha 

“A home is your best investment.” Alamo Heights. 
San Antonio. 

“The best investment on earth is the earth itself.’ 
Fry. San Antonio. 

“Plan your future home through us.” Miller, Mem 
phis. 

“Specializing in choice real estate for those who 
are particular.” Bowling, Dallas. 

“Tell us what you want to sell. Tell us what you 
want to buy.” Kilgore, Dallas. 

“We have customers with cash.” Haas-Dodd. At 
lanta. 

“When you think of home, think of 
McGuire, Portland. 


Earl E. 


tomorrow.” 


Allen, Des 


beyond the contract.” Gordon, Des 


Ver Don, Des 


.” Frank 
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“List with Downen and start packing.”” Downen, 
Pueblo. 

“Every deal a good deal.”’ Bryan, Pueblo 

“For a better buy see us before you deal.” Lusk, 
Temple, Texas. 

“Special attention given both buyer and seller.” 
at cee Fort Collins, Colorado. 

“Ask those we serve.” Dees, Shreveport, Louisiana 

“The magic name in real estate.”” Pioneer, Shreve 
port, Louisiana. 

“We will assist you in any real estate transaction.” 
Mann, Iowa City, Iowa. 

“Your real estate problems are safe in our hands.” 
Shafer, Manhattan, pase 

“Buyers and sellers center.” Boots-Tate, Portland 

“If you can’t sell it, call us.” Bostic, Portland. 

“List with us for quick sales.” Kelley, Gadsden, 
Alabama. 

“Growing with Ft. Worth since 1904.” Guthrie 
Grafa, Ft. Worth 

“My service doesn’t cost, it pays.” Williams, Ft. 
Worth. 

“Our experience at your service.” 
City, Missouri. 

“My time is your time.” Greer, Alton, Illinois 

‘Selling your property is my business. Finding you 
a home is my joy.” Siebenmann, Alton, Illinois 

“Our customers don’t drive by. We show them and 
sell them.” Pirkle, Houston 

“World’s best buy, a piece of Texas.” 
Houston. 

“Where property changes hands.” Borger Realty, 
Borger, Texas. 


WHEREVER YOU ARE BUILDING 
keep plenty of dependable 


Fels, Kansas 


Wallace. 


SISAL- REINFORCED 
PROTECTIVE PAPERS 


always on the job 


SISALKRAFT Products are strong “talking points” 
in any housing sale! Their cost is surprisingly small. 
The protection they provide is great. They are the 
only genuine sisal-reinforced waterproof protective 
papers, As moisture-vapor barriers . . . wind, dust 
and dirt barriers . . . protection against destructive 
weather . . . SISALKRAFT belongs in every type of 
housing or building from the smallest basementless 
homes to the largest multiple unit structures, 
SISALATION Reflective Insulation saves up to 50% 
or more, Economical, effective, costs less to apply. 


Write for free samples and practical data 
THE SISALKRAFT CO. 


Dept. NR-8 * 205 W. Wacker Drive * Chicago 6, Illinois 
New York 17, N. Y. © San Francisco 5, Calif. 
Manufacturers of SISALKRAFT © SISALATION © COPPER ARMORED SISALKRAFT 


+7 











NATIONAL 
REAL ESTATE SECTION 








Made to your order 


We still have steel, Write for de- 
tails. PROMPT SERVICE any- 
where in U.S.A. 








“WE SIGN THE NATION’ 


CTIVE orane ADV 


2 West 19th Str Chicago § Tl 


oe FOR__ 


FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 
Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases 
of the business. G.I. Approved. On-The- 

Job Trainees can take either course. 
FREE CATALOG Established 1936 


WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 





15 E. Pershing Rd. Kansas City 8, Mo 





Architectural 
Home Planning and Rendering 
EAST LANSING, MICH 


G. M. Pratt 
723 Forest Ave 


For Business Opportunities — Motels 


COLUMBUS, OHIO 
Willard Piper, Inc 
11 BE. Gay St. Ludlow 1342 


REALTORS METAL SIGNS 
Sample. Illustrated Literature and Prices 
LANCELOT STUDIOS, 246 Third Ave.. Pitts- 
burgh 22, Pa 


- Write for Free 


Home 


Money in Prefabricated Building — 
_ Ohio, 


Dealers wanted in Indiana, Michigan, 
Illinois, Kentucky 1/ approved pre- 
fabricated homes in 96 0000-$8.500 Price range 

¢ most completely factory fabricated homes 
on the market uses are erected, roofed 
and locked the first day. A complete financing 
plan. Good profits assured. Write General In- 
dustries, Inc., 3037 Wayne Trace, Fort Wayne 
Indiana 


METAL SIGNS. 14 x 20. Lots $.44 each 
Realtors Sign Service. Box 1022, Greenville, S.( 


FOR RAISED PRINTING BUSINESS CARDS 
$3.95 a thousand 
Llovd S. Runion, 604 S. Walnut St 
rawfordsville, Indiana 


SYNDICATE will take long term leases on A-1 
locations in cities of 10,000 and up, or will buy 
etail properties subject to present a5 if any 


r 
EDW. MITCHELL, 276 Fifth Ave., N. Y. City 


FOR SALE SIGNS your company name and 

phone number screened processed in two colors 

$31.25 per 100, in three colors one Day-Glo 

$44.75 per 100 on 14"x22” card, 4'4"x22” SOLD 

STRIPS 10c each, Attractive art work, will 

withstand weather. Shipped C.O.D. Express 
TIP-TOP SIGNS 


805 Clark Road Lansing 15, Michigan 
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Nationwide attention will be focused on the housing industry during 
the week of September 9-16 when celebration of National Home 
Week will be in full swing. Exhibits of building methods and con 
struction projects, demonstration homes, parades, lectures, spec ial 
displays are being scheduled to help make this year’s festivities the 
best yet. 


Commenting on the current uproar about bad housing for service- 
men, in a telegram to the chairman of the Senate Preparedness 
Subcommittee, Alexander Summer, NAREB president, said that 
NAREB will give every assistance to find quick and effective reme- 
dies for the scandalous situation. He reiterated that government 
crack-downs and controls will not help to relieve the housing 
shortage and suggested immediate lifting of all credit restrictions. 

The NPA, U. S. Department of Commerce, and the HHFA have jointly 
issued a proposed code to simplify plumbing practices throughout 
the country in an effort to save on materials. The report points out 
that there are presently approximately 1,600 plumbing codes in 
the country. 


Real estate, as a professional career, is making forward strides in 
the collegiate educational field, according to a NAREB report. 
Today. 126 universities and colleges offer one- to nine-year courses 
in real estate, 32 offer a four-year course with a real estate major, 
eight offer graduate work in real estate, and 14 state universities 
offer correspondence courses in real estate. 

While private industry has cooperated fully to cut back construction 
to assist in the defense effort, advocates of subsidized public housing 
in the federal government have seized the opportunity to further 
their socialistic aims, Milton T. MacDonald, president of the Mort 
gage Bankers Association of America, charged recently. Stating 
that private housing starts decreased more than 27% for the first 
six months of 1951 compared with last year, MacDonald pointed 
out that public housing starts for the same period increase 650%, 


As if more examples of the jumping cost of living were needed, an 
interesting sidelight on the cost of living is provided by information 
that it costs 700% more to keep President Truman in the White 
House than previous presidents. He’s had a salary hike of only 
100%, the ater of the rise are working and living expenditures 


Part of the cream in Federal salaries is in the Housing and Home 
Finance Agency. Administrator Ray Foley recently reported the 
average salary in his Be my ra is $5670. The overall Federal 
average is reportedly $3600. Other agencies related to the housing 
industries also report above-average pay: the Home Loan Bank 
Board, $5330, and Public Housing Administration, $4900. 


News Nibblings: In recognition of his many civic services to New 
Orleans, Realtor Harry Latter, president of Latter and Blum of 
that city, was selected by the New Orleans Times-Picayune io 
receive its Loving Cup for 1950. Latter is the 48th recipient of this 
coveted award given annually to the citizen contributing the most 
in unselfish services to the city. Kansas realtors did themselves 
proud during the recent devastating floods in that area by helping 
to fill sandbags, working with the Red Cross, manning rescue boats. 
Their assistance | greatly in the fight to keep damage and 
death toll down. . . . The Jackson, Mississippi Daily News recently 
devoted a 32-page supplement citing Realtor W. Parham Bridges 
of that city on his 50th anniversary in business there. 
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CONSULT THESE SPECIALISTS... 


OR REAL ESTATE 
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AUTHORIZED GUNNISON DEALER 
YOUR NAME 
CAN BE HERE 


SESE Sette rae 








sell the best... 


Sell quality! Quality in materials — quality in manu- 
facturing! GUNNISON HOMES feature variety in 
designs, floor plans and exterior elevations . . . each 
home can be under roof in one day, ready for occu- 
pancy a short time later! Quick construction reduces 
skilled labor to a minimum! Above all, GUNNISON 
HOMES are permanent—built to endure the most 
strenuous treatment. Rigid testing, PLUS quality 
control all the way, assure soundness and strength 
in homes that are priced to suit the most mod- 
erate income. Yes, you sell the best when you sell 
GUNNISON ! 


Interim Fi ing is ilable to qualified GUNNI- 
SON Dealers! Choice dealerships are still available 
in some areas. Your personal inquiry is welcome — 





for complete information, write Dept. B-16 
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Manufacturers of 
Gunnison Coronado < 
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Homes, Inc. 
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